= ene SY 
| [he National Underwriter | 


LIFE INSURANCE EDITION 


4 
“4 
Ny WsA 
THURSDAY, AUGUST 16, 1923 
INN 
































rospect. 
s needs 
These 
n diag- 
ng the 
ce man 
special 
rospect 
nd toa 
attack 
r point, 


ed that 


the life “ 
line be 
r, it is j ar 





dea b bese 

rankly 

hat h 

at e re or anada ° 

robably ; 

to out- 

for the 

6 years 

se } ; Over a year ago, the Peoria Life laid plans for the 1923 
or a Outing of its Hundred Thousand Dollar Club. It was 
luck h ° ° ° 

ovidiel am 5 not an easy thing to do, because of the strict rule that 
he died, 3 z= A. . ° 

I of an each year’s Outing must surpass all preceding. However, 
collegs this was accomplished with entire success, in the selec- 
# told tion of Montreal and Quebec, via the Great Lakes, the 
Py Thousand Islands, and the St. Lawrence. 

E SLE Is it hard to imagine that the announcement of such an 
WING Bi von ere ee Outing has been an inspiration to Peoria Life agents 


y's pol F — throughout the Club year just closed? In working for 


was due 


























‘e limit ° 
How “Cooperation Headquarters" such a tempting reward, they have made themselves 

roy more effective, more successful, more prosperous life in- 

ice ty dotenpup, chess On aremateend The Peoria Lif is full of 

es Sad. Beit rom ms commas —e surance men. e Peoria Life agency program is full o 

up in ee such stimulating devices, the result of which is the 

a policy sa i i i . 

i ha “Piesisies Strona os Fare Peoria Life Happy Family of Successful Agents 

of new Mortgages Can Make Them!” 

ot the 

There So now we’re off for Canada, two hundred strong, guests 

— Good of the Company with all expenses paid. And if you think 

he stall Contracts there is no room for an even grander Outing, you will be 

reins to Clean, interested to know that next year, we will celebrate our 

re, eve Live first Hundred Million in Alaska! 

nt. This 

ers e ° 

-haeffer 

ie Peoria Life Insurance Company 

untants. 

v altect ° . . 

rank J Peoria, Illinois 

~! i 

ow hich 

artment 

is early 

cing. 

but its 


prowing 




















Home of the Greatest Illinois Company 


Land and Building Owned and Occupied 


Exclusively by the Illinois Life 
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Nineteen Twenty-Three completes the thirtieth year of this Company’s successful 
operation and uninterrupted progress. To build a substantial service-giving organi- 
zation, big enough to have unquestioned strength, but small enough to maintain 
close and human relations between the Home Office, the Field and its Clients, and 
to especially merit the patronage of the citizens of its Home State, is the already 
realized goal and ambition of the 


JAMES W. STEVENS, President 


GREATEST ILLINOIS COMPANY 


Illinois Life Insurance Company, Chicago 
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w To men who are able to write good risks for good money, we offer a pleasant, [7] 

profitable and permanent connection. We do not solicit sub-standard business. 
THE- NATIONAL UNDERWRITER, Life Insurance Edition. Published weekly by The National Underwriter Com- 
1 th year. No. 33. Thursday, August 
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CASE METHOD OFTEN 
IS OVER-EMPHASIZED 


Prospects Can Not Be Definitely 
Ticketed and Labeled, Says 
W. S. Ashbrook 


STUDY INDIVIDUAL NEED 


Specific Cases Have to Be Studied by 
Salesman and Policies Adapted 
to Their Requirements 


PHILADELPHIA, PA., Aug. 14.— 
W. S. Ashbrook, agency secretary of 
the Provident Mutual, says there is a 
tendency among insurance agents to 
over-emphasize the importance of a case 
method of studying life insurance. He 
said that a great many agents seem to 
feel that having studied ten or a dozen 
cases carefully that they have ten bot- 
ties of patent medicine which will meet 
any insurance need. 

The danger of the case method is that 
it will be taken for more than it really 
is. In reality it is merely a method of 
teaching the agent how to study each 
individual case rather than of finding 
a system of insurance for different 
classes of prospects. 

Needs Not 


Prospects can not be classed accord- 
ing to any small number of hypothetical 
The insurance salesman is deal- 
ing with human beings. The fact that, 
a man has a wife and three children 
and a salary of $4,000 a year does not 
mean that he needs the same protection 
of insurance as another man with a wife 
and three children and a salarv of $4,- 
000 a year. The needs of his family 
may be entirely different. 

Mr. Ashbrook suggested two possible 
cases. He said take a family which is 
i moderate circumstances, such as the 
one suggested, that is a man with his 
wite and three children on an average 
salary of $3,000 or $4,000 a year. This 
tamily lives very quietly and is not in- 
terested in much of anything in the way 
ot outside interests. About the only 
reading is from the daily newspapers 
and the only entertainment, an occa- 
sional movie. The plan of insurance for 
such a family would be entirely different 
than for one where the wife was more 
or less of a musician, deeply interested 
im musical affairs. Her whole life may 
be tied up with the musical group in 
her community and if unable to continue 
interest in such things she may feel 
entirely cut off. 


All the Same 


cases. 


Providing for Education 


The agent may also endeavor to pro- 
vide insurance for the education of the 
children. Here again the blanket case 
can not be given. The temperament 
of each child must be taken into consid- 
tration. For instance, out of three sons, 
one may have strong tendencies to- 
wards medicine. He may have such a 
marked talent that the family is willing 
‘oO strain every point to give him such 





SOUTH’S SHOWING GOOD 


INCREASES FOR HALF YEAR 





Negro Companies Made Unfavcrable 
Showing, Due to Heavy Migration 
to the North 


ATLANTA, GA., Aug. 14.—The first 
six months of 1923 life insurance showed 
a decided increase in the south over the 
same period of last year. Southern man- 
agers in Atlanta are of the opinion that 
at the end of 1923 a surprising increase 
in business over 1922 will be shown. It 
is estimated that the increase in the 
south over the same period of 1922 was 
30 to 35 percent on new business writ- 
ten, due in part to the greatly improved 
financial condition in this section and 
to the fact that because of the business 
depression, which was more acute in the 
south than elsewhere, the amount of 
new business last year was at 4 mini- 
mum. 

Renewals seem to be holding up well, 
with the exception possibly of the negro 
companies confining their activities to 
the south. Lapse ratios with these com- 
panies have been exceptionally large, 
due to the steady migration of the ne- 
groes from this section. Forty percent 
of the business of these companies in 
rorce at the beginning of 1922 was 
lapsed, while only 7 per cent of that in 
force among the six leading white com- 
panies in the south during the same 
period was lapsed. Mississippi seems to 
lead all other states in lapses. Negroes 
are leaving Mississippi, Alabama, Loui- 
siana, Georgia and South Carolina in 
large numbers and the result of such 
heavy migration will no doubt be an ex- 
ceptionally large lapse ratio for the year 
1923, in the opinion of those in authority. 

It is the opinion of leaders of the 
negro companies that the next move for 
them is to establish branches in the vari- 
ous states to which the southern negro 
is moving. They feel that such a move 
will be the only solution and that such 
a move will be highly profitable for 
them. 


Western States Life Convention 


The Western States Life of San Fran- 
cisco has announced that Aug. 30 is the 
day for the opening of the annual con- 
vention of its $100,000 Club. The ses- 
sions will be held at Coronado Hotel, 
near San Diego, Cal. 
an education. Insurance to guarantee 
this would need to provide for more 
than three years, because a medical edu- 
cation requires seven or eight years 
after the high school graduation. 

On the other hand, the other two 
children may be of such temperament 
that no college education is required at 
all. Some young men have no need 
for college and should not go to college. 
They have a distinct leaning toward 
business and are not interested in the 
things which are valuable from a college 
education. The father may decide, and 
the son too, that a college education is 
not required. Therefore a man can not 
take out the same kind of life insurance 
for each child to guarantee its educa- 
tion. The agent must consider the in- 
dividual factors in each case and not 


feel that his case method is a cure-all 
system. 





LIFE COMPANY LOANS 


PLACE MORE ON REAL ESTATE 


Interesting Figures Regarding Trend of 
Investments Compiled by Realtors’ 
National Body 


MINNEAPOLIS, MINN., Aug, 14.— 
Life insurance companies of this country 
are loaning 35 to 80 per cent of their 
funds on real estate, according to a re- 
port compiled by S. S. Thorpe of 
Minneapolis, chairman of the insurance 
loans committee of the National Asso- 
ciation of Real Estate Boards. Minne- 
apolis is one of the several western cities 
to be chiefly benefited by these invest- 
ments, says Mr. Thorpe, large castern 
companies especially favoring Minne- 
apolis because of the steady increase in 
property valuations. 

Mr. Thorpe further reports that “the 
ratio of income earned on mortgage 
loans by all classes of both insurance 
companies and banking institutions has 
been greater by approximately 1 per- 
cent, and more constant almost inva- 
riably than has been the rate of income 
earned on bonds and stocks.” 

Statistics for Leading Companies 


He shows the following investment 
Statistics for 1922 for the 78 leading 
insurance companies of the country: 

Forty-four different companies have 
increased the percent of their mortgage 
investments. 

Twenty-nine 
creased the percent 
investments. 

Fifty-three companies have decreased 
the percent of their holdings in stocks 
and bonds 

Twenty-two companies have increased 
the percent of their holdings in stocks 
and bonds. 


have de- 
mortgage 


companies 
of their 


Fifty-five companies have, from 
1917 to 1921 inclusive, decreased their 
investments in mortgage loans. 

Forty-seven companies have, from 


1917 to 1921 inclusive, increased their in- 
vestments in stocks and bonds. 

Eighteen companies have, from 1917 
to 1921 inclusive, increased their in- 
vestment in mortgage loans. 

Twenty-seven companies have, from 
1917 to 1921 inclusive, decreased their 
investments in stocks and bonds. 

Eighteen companies have, from 1917 
tc 1921 inclusive, increased _ their 
investment in mortgage loans. 

The companies show a marked ten- 
dency during the last calendar year to 
increase their investments in mortgage 
loans. Mr. Thorpe’s report concludes 
with the assertion that mortgage invest- 
ments are not only the safest security, 
but serve a double purpose by bringing 
a larger return and at the same time pro- 
moting home ownership. 


Moves Office to Madison 


The western Wisconsin office of the 
Bankers Life of Des Moines has been 
moved from Eau Claire, Wis., to Madi- 
son, where it will locate in the First 
Central building, in charge of W. E 
Winterble. About 100 state representa- 
tives of the company are expected to 
attend the annual western Wisconsin 
school for agents which will be held by 
the company in Madison Sept. 24. 





VALUABLE STATISTICAL 
CONTRIBUTION IS MADE 


Group of Industrial Life Compa- 
nies Reports on Five Years’ 
Experience 


COVERS ONE-FOURTH JU. S&S. 


Comprehensive Data Given by Metro- 
politan, Prudential, John Hancock, 
Life of Virginia and Colonial 





\ statistical report of great value to 
the 
in mortality 


actuaries of country and all those 


interested has been 


published by a group of industrial life 


rates 


imsurance companies of this 
the 


industrial 


country, 
experience of 
the 
five-year period of 1915 to 1920 inclusive 


covering mortality 


their policy owners in 
and recording the experience on approx- 
the total 

This 


records of 


one-fourth of 
this 
the 


imately popu- 
contribu- 


the 


lation of country. 


tion to mortality 


country has been made by Colonial Life, 


John Hancock Mutual, Life Insurance 
Company of Virginia, Metropolitan Life 
and the Prudential, and it covers a total 
of 26,000,000 men, women and children, 
or not far from one-quarter of the en- 
tire population of the United States and 
Canada. 
Most Comprehensive Work 


By covering the five-year period an 
experience of close to 115,000,000 years 
of life was obtained. This is the most 
comprehensive study of mortality expe- 
rience ever undertaken by life insurance 
companies and, aided by the statistical 
and actuary departments of these com- 
panies, it is worked out in a most de- 
tailed and complete manner. Publica- 
tion of these figures has been somewhat 
delayed, due to the post-war rush of 
business, but it stands as a most valu- 
able reference book covering those five 
years and similar studies which will be 
taken up by the companies in the future 
will bring the data up to date. 


Covers One-Fourth Population 


The number of years of life exposed 
to risk in the industrial experience of 
the five company totals 114,674,538, the 
Metropolitan reporting 51,249,713, the 
Prudential 48,874,466, the John Hancock 
Mutual 10,922,430, the Life Insurance 
Company of Virginia 2,489,998 and the 
Colonial Life 137,931. The investigation 
was first undertaken in 1914, after a con- 
ference between several of the industrial 
companies. The suggestion which led 
to the organization of cooperative effort 
was first made by Dr. Frederick L. 
Hoffman, consulting statistician of the 
Prudential. This statistical work was 
actually undertaken in 1916, the con 
solidation of experience being completed 
in the offices of the Metropolitan Life. 

Insured Mortality Decrease 


The death rate per 1,000 by single 
calendar years is shown as 9.95 in 1920, 
10.32 in 1919, 15.48 in 1918, 11.18 in 
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1917 and 11.61 in 1916, an average of 
11.65 for the five years and a decrease of 
14.3 percent being shown in the 1920 
figure from that of 1916. Compared with 
the figures of the general population in 
the United States registration area, the 
inter-company figures are 110 percent 
of the general figures. They closely 
follow the general figures throughout 
the five-vear period, the largest increase 
being shown in the years of heaviest 
losses. The figures, however, show that 
there has been a greater fall in mortality 
among the industrial policyholders than 
in the general population of the United 
States. The downward tendency is 
about twice as great in the figures of 
the companies as in the United States 
registration area. In 1916 the mortality 
of the insured was 15 percent higher 
than that of the general population and 
in 1920 was only 5 percent higher. The 
report accounts for this through the 
marked improvement in the general 
well-being of wage workers, the accu- 
mulated effect of several decades of 
health work, intensive health work of 
one of the industrial companies in par- 
ticular and the declining mortality of 
certain prominent diseases, such as 
tuberculosis and heart disease. 


Cover Influenza Years 


Another table shows the mortality at 
specified age divisions during the epi- 
demic year of 1918 as compared with 
1917. This shows that the exposion of 
influenza in 1915 affected marked in- 
creases in the total mortality rates under 
45 years of age, but had little effect 
beyond that age. The epidemic was 
more serious between the ages of 15 and 
34, its effect being practically nil after 
age 45. Again being compared with the 
general population figures of the United 
States, the company experience shows 
a greater increase between 15 and 34 
than is shown in the general population, 
but a smaller increase in both the 
younger and older ages. The return of 
the influenza in 1920 was only slightly 
felt by insured wage earners, while the 
general population showed increases of 
from 5 to 18 percent in the mortality of 
ages 10 to 34. 


Mortality Decrease Notable 


The principal causes of deaths are 
given in detail in the tabulation and un- 
doubtedly show far more accuracy than 
could be obtained in government fig- 
ures. In one year one company re- 
ported 118,000 deaths alone in industrial 
departments and on these deaths had 
6.200 letters from physicians correcting 
statements of cause of deaths, largely 
the result of the companies’ program of 
clearly defining every individual case. 
The death rate per 100,000 is shown by 
the companies as 994.5 in 1920, com- 
pared with 1160.5 in 1916, a decrease of 
14.3 percent. This compares with 935.7 
in 1920 and 1005.5 in 1916 of the United 
States registration area, a decrease of 
only 6.9 percent. 


Tuberculosis Ix Leader 


Tuberculosis was the leading cause of 
death among the industrial policyhold- 
ers, unless influenza and pneumonia be 
considered jointly. The tuberculosis 
death rate, however, declined 26.6 per- 
cent in the five-year period, while the 
combined influenza and pneumonia in- 
creased 14.5 percent. Influenza alone 
increased 147.6 percent in five years. 
The only other deaths that showed in- 
creases in that period are automobile 
accidents, cancer, diphtheria, appendi- 
citis, puerperal deaths, whooping cough 
and scarlet fever. In every other case 
decreases are shown ranging up to 100 
percent and very closely following the 
figures on the general population, What 
differences exist between the company 
experience and that of the general popu- 
lation are found to be smaller increases 
where the causes of death show increases 
and larger decreases where an improve- 
ment has been made. The main causes 
of death according to importance and 
the rate per 100,000 are: Tuberculosis, 
all forms, 154.5; pneumonia, 131.8; or- 
ganic heart disease, 137.5; influenza, 
111.5; Bright’s disease, 84.0; accident, 
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NE of the present-day giants :n the 
O agency ranks of the business 1s 
Darby A. Day, Chicago manager 
for the Mutual Life of New York and 
president of Chicago Association of Life 
Underwriters. Mr.. Day is one of the 
most outstanding figures among agency 
managers that the business has _ pro- 
duced, Although not fitting the expres- 
sion to the letter, he comes as near as 
any one in the business to qualifying as 
one who has achieved “from cattle ranch 
to White House,” “rate book inan to 
manager” or similar expression. egin- 
ning as a clerk in the mercantile busi- 
ness in a far western town, shifting to 
the rate book soon afterwards, he has 
risen to the top of the profession, being 
now the manager of one of the biggest 
life insurance agencies in the world and 
boomed for president of the National 
Association of Life Underwriters. A\l- 
though Mr. Day denies that he wishes 
this honored position and, in fact, has 
stated that he would not be considered 
a candidate, a very considerable boom 
has developed on the strength of his 
achievement as president of the Chicago 
association. 

. Started at Phoenix, Ariz, 


Darby Day marked the opening of a 
new century with his entrance into the 
life insurance profession. His determi- 
nation to take up the new work was, in 
a way, accidental. He was in the mer- 
cantile business in Phoenix, Ariz., be- 
ing one of the youngest business men in 
the town. Through some difficulty in 
the field of the Mutual Life, a gan was 
left in the organization and Mr. Day 
was asked to step in and cover a dis- 
trict about Phoenix with a rate book, 
coupling this with certain office duties. 
It was to be only a temporary proposi- 
tion and did not promise to become a 
life profession for the young business 
man, This was in 1900. One year later, 
however, having proven his ability as a 
salesman and organizer, he was made 
manager of the state at Albuquerque, 


Became Manager at Age 2 

This was the beginning of rapid and 
noteworthy advance in what was to be- 
come his life profession. Mr. Day was 
but 23 years old when made manager. 
This would be noteworthy in the pres- 
ent day and was especially so at the 
break of the century, when managers 
were the veterans of the business and 
one seldom found youth encroaching 
upon those domains. It is true that the 
remarkable hirsute growth that the old 
photographs of Mr. Day demonstrate 
gave him the appearance of added years, 
but he was in fact only 23 years of age. 
From that position Mr. Day was trans- 
ferred to El Paso as manager and then 
to the home office as Vice-President 
Dexter's personal representative in the 
field. One year later he was made super- 
visor for the southern territory and again 
one year later was made supervisor for 
the central district at Chicago, which 
position he held for three years. In 1911 
he was made Chicago manager, which 
position he now holds. As manager, Mr. 
Day has made a record that has set the 
pace for agencies throughout the coun- 
try. He has developed an agency that 
is writing new business at the rate of 
$3,000,000 monthly. A company presi- 
dent recently paid tribute to him by say- 
ing that his agency was paying for 
more in one month than some companies 
achieve in a year and more than that 


72. 


73.2; cancer, .0; and cerebral hemor- 
thage, 62.8. Thirteen and three-tenths 
percent of the total mortality among in- 
sured wage earners and their families 
was due to tuberculosis, or one out of 
every seven and one-half deaths. 

The book then proceeds to take up 
each cause of death separately, showing 
figures by year and by age and in com- 
parison with the experience of the gen- 
eral population. 
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president’s company paid for in three 
months. In the 12 years Mr. Day has 
been manager, his agency has paid for 
over $200,000,000 new business. It now 
has over $250,000,000 in force and col- 
lections now total between $7,000,000 
and $8,000,000 annually. This represents 
one-tenth of the company’s entire busi- 
ness. Mr. Day has over 200 solicitors in 
his office and over 50 clerks. It is an 
enviable record and one which will not 
often be equalled in agency ranks. 
Great Membership Builder 

Nor have Darby Day’s activities been 
confined to his own agency’s develop- 
ment. He has always been interested 
in the Chicago Association of Life Un- 
derwriters and two years ago was per- 
suaded to take the presidency of it. The 
growth of this association under his two 
years’ service as president again dem- 
onstrates the ability of the leader. Mr. 
Day took the association with a mem- 
bership of 211 and an average attend- 
ance of less than 50 and built within a 
year an organization of 750 members 
and an average attendance of nearly 500, 
He has made the life insurance profes- 
sion prominent in the activities of the 
city through building this association 
and the cooperation given the Associa- 
tion of Commerce on many matters. He 
has given much of his time and under- 
written much of the expense during 
these two years and has established an 
association that is a factor in the busi- 
ness life of Chicago. Mr. Day, as local 
president, is in charge of local arrange- 
ments for the National association con- 
vention in September and, together with 
President Eliason of the National asso- 
ciation, is working out a program that 
will make .the Chicago convention an 
outstanding event in the history of the 
association. 
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OHN L. SHUFF of Cincinnati, man- 

ager of the home office agency of the 
Union Central Life, is an ex-president 
of the National Association of Life Un- 
derwriters. George White was superin- 
tendent of agencies of the Equitable Life 
of New York in days gone by and went 
to Atlanta, Ga., on a business trio. He 
asked for someone who knew everybody 
in town and would work. A few weeks 
prior to that time Mr. Shuff had sold a 
mercantile business and someone told 
Mr. White about him. After consider- 
able argument he took an agency for 
the Equitable at Atlanta. It cequired 
about 60 days for Mr. Shuff to see what 
was ahead of him in life insurance. He 
entered the business when every com- 
pany was against its neighbor. He had 
no information about life insurance to 
amount to anything except competitive 
literature. This literature was destruc- 
tive and told little or nothing about the 
grandeur of his own company. Mr. 
Shuff says that he has found in life in- 
surance the “joy of service given freely 
and without reserve, believing that I am 
trying to do the other fellow a favor, 
making him like it and pay for it.” 

In Cincinnati Mr. Shuff’s agency has 
something over $50,000,000 of business 
in force. When he took the management 
six years ago it had $12,000,000. The 
agency has paid for more than $6,000,- 
000 the first seven months of the year. 
During that time Mr. Shuff personally 


paid for $1,600,000. He has about 25 
men in the agency. 
Served as Postmaster 
Mr. Shuff served as postmaster in 


Cincinnati under President Wilson but 
the life insurance lure was too strong 
for him and he went back with the 
Union Central after a year in govern- 
ment service. About a year during the 
war he was active in the War Risk In- 
surance Bureau and did much in writing 
the bill that created that organization. 
Mr. Shuff has been president of the Cin- 
cinnati association as well as the Na- 
tional. He is now one of the trustees 
of the National body. 








Mr. Shuff is one of the most pictur- 
esque characters in the business. He 
has a personality that is unique but win- 
ning. He has the combined traits of a 
clown and a philosopher. Here is his 
tribute to the National Life Underwrit- 
ers Association: “It has been the sal- 
vation of the business as to ethics and 
proper respect for one another and also 
in saving much adverse legislation. It 
is not a perfect organization but most 
helpful. The agent who does not belong 
is always selfish in taking the benefit oj 
work done by others without contribu- 
tion.” 
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ILLIAM M. DUFF, superintend- 

ent of agencies for the Edward A. 
Woods agency of the Equitable Life of 
New York in Pittsburgh, has appeared 
on the program of the National Asso- 
ciation of Life Underwriters and is re- 
garded as one of the big sales managers 
in the country. Mr. Duff was driving a 
wagon for the Adams Express Company 
in Pittsburgh when Lawrence C. Woods, 
brother of Edward A. Woods, the two 
being associated in the Edward A 
Woods agency, offered him a _ position 
in the office. He was a mere lad. This 
was in 1895. Mr. Duff sold his first pol- 
icy in 
since with great success. He has always 
been connected with the Woods agency. 
He has made as much in first-year com- 
missions every year as he has in salary. 
He has been active in the Pittsburgh 
Life Underwriters Association, holding 
various offices there including the presi- 
dency, and was recently made honorary 
member. Mr. Duff demonstrated his fit- 
ness as a salesman and was made agency 
secretary of the Woods office and later 
superintendent of agents. It was at the 
outings of the Woods agency that he 
first demonstrated his successtul leader- 
ship. He conducted the first outing o/ 
the Woods agency in 1899. He served 
as director of the Pittsburgh Y. M. C 
A. and was chairman of its great ath- 
letic carnival. He has been cons»icuows 
in the Pittsburgh Chamber of Com- 
merce. He was in charge as divisional 
Y. M. C. A. secretary abroad during 
the war. 
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ARL G. MANNING is associate gen- 

eral agent in the Paul F. Clark gen- 
eral agency of the John Hancock Mutua! 
Life in Boston. Mr. Manning_ has 
spoken before the National Associatio! i 
of Life Underwriters before. He 1s pat 
ticularly strong on planning his cases. 
He entered life insurance through the 
influence of an agent who had writtet 
him six or seven times. This agent i § 
duced Mr. Manning to take up the wit 
ing of life insurance, spending si 
months on a part-time basis. Mr. Mar- 
ning left a successful business _ to di 
this. It was about a year before he 
saw, however, the full vision of lite 
surance and realized its possibilities. 
began soliciting business. Mr. Manning 
followed the- practice of seeing at least 
six men a day and keeping up that rec J 
ord systematically. He has written @ 
number of booklets on sales helps ™ 
illustrate how he individualizes his car 
vass. There are about 30 men im UG 
Clark Agency. Last year the «gene! 
wrote $8,000,000. This year it will write J 
$10,000,000." Mr. Manning this year" 
vice-president of the National Associ 
tion of Life Underwriters. 

* * * 


STANLEY EDWARDS of Denvel 
J. Colo., who is manager of the Rock! 
Mountain agency of the Aetna or 
covering Colorado, Wyoming and +“ 
Idaho, is a former president of the * 
tional Association of Life Underwrite® 
He entered the business as a young ™ 
his father’s agency. He ™° 





through é x He 

born into the business, so to gow = 

started to write life insurance, bec ; 
throug? § 


a rate book man. He worked up 
the agency as clerk, agent, assista 
eral agent and then general age" 
has about 25 agents in his territory: 
agency is writing about $3,000,000. | 
Edwards was first vice-president, a 
chairman of the executive commit r 
and finally president of the Nation® 
association. 
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ictur. | COMMENT ON REPORT 
. He 
¢ win- OF PENN MUTUAL LIFE 
s of a 

is his 

rwrit President Law Reviews Excellent 
€ sal- 2 

s and Record of Last Six 
d also 
a Months 

most 
belong 
efit of CONDITIONS MUCH BETTER 
ntribu- 
Lapses During the First Six Months 
a Show an Improvement — New 
ard A. e 
hife of Business Has Increased 
peared 
Asso- 
| aS Te- The Penn Mutual Life in a statement 
ge to policyholders shows during the first 
inch six months its new business amounted 
Woods. to $103,207,356, increase over similar 
he two period last year $25,106,870. The total 
ard A insurance in force July 1 was $1,220,944,- 
PST hs F 379. It paid to policyholders and bene- 
rst pol- | ficiaries during the six months $14,967,- 
ig ever 945. Its asests July 1 were $263,391,003, 
always § gain in six months about $10,000,000. 
gece Policy loans amounted to $5,180,079, but 
“salary. there weer repaid during the same pe- 
tsburgh riod old loans amounting to $4,329,902. 
holding The Penn Mutual says that policyhold- 
e presi- ers have greatly availed themselves of 
onorary the privilege of the installment repay- 
| his fit- ment under which $5 or any multiple 
agency may be paid at any time to reduce the 
nd a loan. The lapses during the first six 
od ‘. months were $2,416,476 less than the 
 leader- similar period in 1922, the total being 
iting oi $11,771,276. 
» served Examination Report 
2 ee President Law tells about the report 
= ° that the five states insurance commis- 
Z sioners made following the examination 
S oat of the company, they being Pennsyl- 
er vania, Kansas, Missouri, Alabama and 
| oo Utah. Among other things, the exam- 
iners said: . ; 

“The real estate holdings acquired un- 
jate gen- der mortgage foreclosure are negligible, 
ark gen- |) and we find the property so owned to 
< Mutual i be worth considerably in excess of its 
ing has f)} cost of acquisition. The mortgage de- 
sociation [| partment is well organized and its op- 
e 1s pat & erations are conducted with commend- 
js cases. |) able skill, The stocks and bonds owned 
pugh the : were carefully counted and market value 
| written § ascertained through bond experts, with 
agent it- §) result shown that the values at which 
the writ- they are carried bythe company are con- 
ding six servative. 

Mr. ~ Acquisition Expense Normal 
ss to @ “ 
ons he The agency branch has been con- 
f life in- ducted with due economy and with fidel- 
ities. He ity to the interests of policyholders. The 
Manning expense of obtaining new business has 
at least been kept at a normal figure, and the 
that rec- interests of members are safely guarded 
written by the terms of the contracts and the 
helps t0 Practices of the company. ; 
. his cat “That the selection of risks is in com- 
on inthe petent hands is attested by the very ex- 
“ sgency Fi cellent mortality experience of the com- 
will write @ = Pany. It operates solely within the 
. ve United States. On Dec. 31, 1922, there 
S ssocit were outstanding 347,479 policies insur- 
d ing $1,161,920,279. The payment of 
death losses is expeditiously made, all 
Cases submitted in completed form being 
f Denvet, paid within twenty-four hours of receipt 
he Rock of proofs. The persistence of the com- 


Life pany’s business, coupled with the man- 







“tna ‘ 
and south ner in which members are reducing 
f the Ne loans upon their policies, indicates an 
Jerwriters appreciation on their part of the high 
oung ma" character of the company. 

a “ie Fine Cooperation Seen 
econ “We were duly impressed with the co- 
ip throug an of the home office with the 
stant get 9 eld forces, and the fact that each and 
gent. Ht every obligation arising in all branches 
—— The of the company s business is met with a 
9.000. Me Promptness that justifies favorable com- 
dent, thet + ge © are convinced as a result of 
committe eal examination that the strictest finan- 

Nation@ a’ Principles are continuously observed 





and that painstaking care characterizes 











ILLINOIS LIFE’S RALLY 





HUNDRED THOUSAND MEETING 





Annual Convention of the Star Pro- 
ducers of the Company Will Be 
Held Monday 





The Illinois Life has announced the 
program for the business session of its 
$100,000 Club to be held next Monday at 
the home office in Chicago. Ira A. Mc- 
Bride of Springfield, Mo., qualifies as 
president of the club; Walter A. Bach- 
man of Wichita, Kan., first vice-presi- 
dent; Harry F. King of Topeka, Kan., 
second vice-president, and George A. 
Leist of Vincennes, Ind., third vice- 
president. The following is the pro- 
gram: 

Monday, Aug. 27, 9:30 a, m. 


Reading of minutes of last regular 
meeting—P. L. Sausser, club secretary. 

Address—W, L. Coonrod, retiring pres- 
ident. 

President’s Inaugural Address—Ira A. 
McBride, district manager, southwestern 
department. 

Presentation of the Conservation 
Prizes—Oswald J. Arnold, secretary, Illi- 
nois Life. 

Responses—J. M. Kelly. Joliet, Il, 
winner first conservation prize; G. H. 
Millage, Ypsilanti, Mich., winner second 
conservation prize; J. W. F. Hughes, To- 
peka, Kan., winner third conservation 
prize; A. E. Hicks, Joliet, Ill, winner 
fourth conservation prize; E. J. Hutch- 
inson, Champaign, IIl., winner fifth con- 
servation prize. 

Placing Extra Policies—T. M. Cusick, 
district manager, Corn Belt Agency. 

XX Policies for Home Buyers—Ned 
Bomers, manager, Grand Rapids Agency. 

Handling Prairie Farmer Inquiries— 
J. B. Norris, district manager, Illinois. 

Openings I Have Found Successful 
When Making a Flat Canvass—O. H. Au- 
gustine, A. J. Beaudry, W. A. Bachman, 
G. A. Leist, H,. F. Coonrod, J. M. Kelly. 

Business Insurance—M. E, Dark, man- 
ager, southwestern department. 

Income Insurance—E, H. Faster, man- 
ager, Decatur district. 

Covering the Estate and Inheritance 
Taxes—R. B. Danile, manager, south- 
western department. 

Institutional Insurance—C, F. Perritt, 
manager, Lake Shore Agency. 

Drill on Meeting Objections—T. J. Hen- 
derson, chairman; agency manager, 
Michigan. 

Making Your Home Town Your Strong- 
hold—F. L. Medley, district manager, 
Wabash Valley Agency. 

Securing the Cooperation of the Coun- 
try Bankers—G. H. Doerfler, district 
manager, Corn Belt Agency. 

Doubling Your Production Without In- 
creasing Your Efforts—W. R, Childs, as- 
sociate general agent, southwestern de- 
partment. 

Soliciting Diversified Occupations—H. 
F. King, special representative, south- 
western department. 

Drill on Ratebook and Policy Forms— 
Roger Davis, chairman; general agent, 
southwestern department. 

Developing New Agents—R. W. Ste- 
vens, vice-president, Illinois Life. 

Pep Talks—E. C. Wharf, general 
agent, Wabash Valley Agency; E. J. 
Hutchinson, manager, East-Central Illi- 
nois. 








the investment and preservation of the 
company’s funds. 


Reserve for Fluctuations 


“The company is thoroughly mutual 
in its charter provisions and in its op- 
erations. Its life insurance protection is 
furnished to members by each other at 
cost, the policyholders participating in 
all the savings due to economical ad- 
ministration. In addition to providing 
for all of its legal reserve requirements, 
the company has set aside the sum of 
$8,568,490 for possible fluctuation of as- 
sets and $7,085,466 for mortality varia- 
tions, as a further safeguard of the 
interests of the policyholders. 

President Law said that the scope of 
life insurance is being extended in many 
ways. This is especially noticeable to- 
day in monthly income insurance, in- 





ST. LOUIS GRADUATIO 


SUMMER SCHOOL CONCLUDED 





Griffin M. Lovelace and Prominent St. 
Louis Life Men Give Ad- 
dresses to Graduates 





ST. LOUIS, MO., Aug. 14.—The 
graduation exercises of the St. Louis 
summer school of life insurance con- 


ducted by the faculty of the insurance 
department of New York University 
under the auspices of the Life Under- 
writers Association of St. Louis were 
held Saturday. Eighty-five of the 115 
men and women who took the course, 
which lasted nine weeks, were awarded 
diplomas. 

Griffin M. Lovelace, dean of the 
school, in his address said he had sel- 
dom, if ever, had a class that worked 
harder to attain efficiency than those 
who composed the St. Louis school. 
There were also short talks by M. E. 
Nelson of the Equitable Life of New 
York, president of the St. Louis asso- 
ciation; J. Allen Fiske, Aetna Life; E. 
J. Burkley, Phoenix Mutual, and Ira W. 
Fischer, Northwestern Mutual Life, 
trustees of the school. Warren G. Flynn, 
Massachusetts Mutual, also a trustee, 
was unable to attend the graduation be- 
cause of illness in his family. 

Plan for Next Year 


Mr. Fiske, who had worked perhaps 
harder than any insurance man in St. 
Louis to put the school over, in his 
talk to the graduates told them their 
work is now cut out for them and that 
when they return to their regular sta- 
tions they must prove that they are 
worthy of the honor conferred upon 
them by: maintaining the standard at- 
tained while at the school. To those 
who failed to obtain certificates he had 
a kind word, pointing out that some of 
the greatest successes in history were 
based upon the lessons of previous fail- 
ures, He urged them to work harder 
than ever to reach the pinnacle of suc- 
cess. 

The remarkable success of this year’s 
school has been the incentive for the men 
behind the institution to set to work for 
a similar school next summer. Nego- 
tiations are already under way and al- 
though the competition is very keen it is 
believed that St. Louis will again be 
successful. During the nine weeks the 
students of the school sold $2,600,000 in 
insurance, which compares very favor- 
ably with the records of similar classes 
elsewhere. Although no official an- 
nouncement was made it is reported that 
A. L. Meyer of the Aetna Life’s St. 
Louis agency was the leading individual 
producer with $185,000. 


Form Alumni Association 


Following the close of the school the 
graduates formed an alumni association 
and elected the following officers: Don- 
ald W. Lowmiller, agency superintend- 
ent Continental Life, St. Louis, presi- 
dent; Otho E. McAtee, Missouri State 
Life, Springfield, Mo., vice-president; 
Frank See, general agent Massachusetts 
Mutual, Nashville, Tenn., vice-president; 
Mrs. G. Peaper, Federal Life, St. 
Louis, vice-president; A. A. Cervantes, 
Federal Life, secretary-treasurer, and 
Roy L. Beck, Missouri State Life, St. 
Louis, historian. The members of the 
organization plan to hold reunions at 
least once a year, selecting a different 
city each year for their meeting place. 








heritance tax insurance, business and 
partnership insurance and so on. 

He said that new policy which the 
company is issuing gives a 5 percent 
guaranteed income and is attracting 
much attention. The 5 percent is the 
guaranteed income and then the excess 
interest is paid. For a long time the 
excess interest has been 1% percent. 
This gives a guarnteed income of 6% 
percent. 





GENERAL IMPROVEMEN 
IN MORTALITY SHOWN 


Metropolitan Life Report Gives 
Valuable Data on Half Year 
Experience 


EQUALS LAST YEAR MARK 
Decline in Mortality in Second Quarter 


Wipes Out Adverse Margin of 
Early Months 





A generally satisfactory experience 
for the first six months of the year, with 
a marked improvement in the second 
quarter, is shown in the mortality rec- 
ord, as published by the Metropolitan 
Life in its statistical bulletin covering 
the experience on its policyholders dur- 
ing that period. The report shows that, 
in spite of the serious influenza outbreak 
in the early months of the year, the im- 
provement during the second quarter 
has been so great as to practically wipe 
out the effects of the higher mortality 
in the six months report. The six 
months show a mortality ratio within a 
fraction of one percent of that exper- 
ienced in the first half of 1922, which 
was remarkable for its improvement. 
The figures of the Metropolitan are of 
great value and are truly representative 
of the general experience, as their fig- 
ures cover the experience on practically 
one-eighth of the entire population of 
the country, that being the total of their 
policyholders. They have always been 
pioneers in general service and statis- 
tical work and are now contributing 
this information to the business. The 
report reads in part as follows: 


General Record Satisfactory 


“The general health record during the 
first-half of 1923 has been more than 
satisfactory. Following a most unprom- 
ising beginning, chargeable wholly to 
the influenza outbreak of the early 
months of the year, there has since been 
in evidence a consistent improvement. 
At the ‘end of the half-year, we find the 
death rate of the millions of white 
policyholders to be only one-third of 
one percent, in excess of that for the 
corresponding period of 1922; in the case 
of the colored policyholders the increase 
was 4.2 per cent. These are small dif- 
ferences and are encouraging indeed, 
coming as they have in the face of the 
high influenza-pneumonia mortality of 
the first three months. The excellent 
health record of the second quarter has 
almost wiped out the large adverse mar- 
gins that were in evidence three months 
ago; for, at that time, the recorded mor- 
tality among white policyholders was 8.9 
per cent. and of the colored, 11.5 per 
cent. higher than for the first quarter of 
1922. 

Tuberculosis Still Declining 

“Among the encouraging features of 
the health record of 1923, to date, the 
most outstanding single item is the con- 
tinued decline in the tuberculosis death 
rate. Almost beyond peradventure, a 
new minimum will be recorded this year 
in the mortality from tuberculous 
disease. The winter and early spring 
months—the season in which the mor- 
tality from tuberculosis is always 
heaviest—have passed, with a decline in 
the death rate among white policy- 
holders of 5.3 per cent, and among col- 
ored of 2.4 per cent. from the record of 
the first-half of 1922, The continuous 
decline (except for a single year) that 
has been observed since 1911, is still 
going on. 

Fewer Cancer Deaths 


“Another encouraging item of the 1923 
health record is a decline in cancer mor- 
tality. There has been a drop of 4.2 per 
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cent. among the white policyholders and 
a small decline among the colored. 
Lower rates have been recorded also 
for cerebral hemorrhage. The mor- 
tality from organic heart disease has 
been lower among white policy-holders 
than during the first half of 1922, but 
there has been a considerable rise 
among the colored group. The chronic¢ 
nephritis rate for white persons is sub- 
stantially the same as at this time last 
year with a small decline among the 
colored. 

“The mortality from diseases inciden- 
tal to pregnancy and childbirth has 
shown pronounced improvement. This 
applies to both white and colored policy- 
holders; and if the present favorable 
tendency persists throughout the year, 
the death rate for these diseases will be 
lower than for any year since 1917, 


Pneumonia Rate Low 


“Despite the adverse effect of the in- 
fluenza outbreak during the first three 
months, the pneumonia mortality during 
the first half of 1923 has not been high. 
Among white policyholders, as a matter 
of fact, the death rates for both bron- 
chial and lobar pneumonia are substan- 
tially the same as during the first half 
of last year; among the colored, how- 
ever, the increases have been consider- 
able for both of these diseases. 

“Two of the four principal com- 





municable diseases of children, diptheria 
and scarlet fever, show lower rates than 
for the first half of last year. The drop 
in the diptheria rate is considerable, and 
unless there are very unfavorable de- 
velopments later in the year, the 1923 
mortality from this disease will be lower 
than has ever been recorded among the 
industrial policyholders. Measles and 
whooping cough, the former particularly, 
are causing many more deaths than 
during the first half of 1922. The 
measles rate among white policyholders 
has more than doubled and among the 
colored it was almost six times as high 
as for the first half of last year. One 
of the very unusual items in this year’s 
health record, to date, in fact, is the high 
measles rate among the colored policy- 
holders. Ordinarily, measles mortality 
among colored children is less than 
half that for white children. So far this 
year, however, the rate for the colored 
(11.6 per 100,000) closely approaches 
that for the whites (13.1.) 


Mortality from Alcoholism Rising 


“There were 241 deaths caused by 
alcoholism during the first six months 
of the current year. This corresponds 
to a death rate of 3.3 per 100,000. This 
may be compared with 133 deaths dur- 
ing the first half of 1922 with a death 
rate of 2.0. Since.the first of January 
1922, 534 deaths from this disease have 





been recorded among American and Ca- 
nadian industrial policyholders. Of 
these, 531 were distributed among 34 
American states while three occurred in 
the Canadian province of Ontario. 

“There were, in addition, 20 deaths 
reported from wood and denatured al- 
cohol poisoning and 435 deaths from 
cirrhosis of the liver during the first half 
of 1923. 

“The record for accidental deaths 
compares unfavorably with those for 
the corresponding periods of 1922 and 
1921, Substantial increases are in evi- 
dence for both white and colored policy- 
holders. Automobile fatalities increased 
materially, especially among the colored 
insured. The suicide figures for the 
two years are almost identical, while 
homicides show a very slight decline 
among white policyholders which is 
more than counterbalanced by a large 
increase among the colored.” 


Loans For Housing 


During last month the Prudential 
loaned throughout the country over $3,- 
675,000 on dwellings and apartment 
houses which will provide homes for 
over 1,100 families. Since Jan. 1 this 
company made loans totaling over $30,- 
000,000, by which over 10,000 families 
will be housed. This is $4,000,000 more 
than in the first seven months of last 
year, 


























Ten Thousand Leads 
in One Month 


“It is the cooperation which I have had 
from the Union Central and its Officers 
that binds and ties me to the Company.” 


This is only one of the many expressions 
of appreciation received from our Agents— 
10,000 leads in one month were furnished 
from one circular alone — Such “Teamwork” 
insures success to Union Central Agents. 


For Agency relations write the 


Home Office. 


The Union Central Life Insurance Co. 


Cincinnati, Ohio. 























OPEN NEW BUILDING 


DETROIT LIFE HAS GALA DAY 





Celebrates Formal Opening With Three 
Day Agency Convention in New 


Building 





The formal opening of the new home 
office building of the detroit Life last 
week was celebrated by a three days’ 
program, including not only the pres- 
entation of the new life insurance build- 
ing to the service of the public, but also 
the most interesting agency convention, 
which was attended by 300 Detroit Life 
agents from all parts of the state. In- 
dicative of the fine ideals operating in 
the life insurance business, at the ban- 
quet held at the Statler Hotel two of 
the most impressive addresses were de- 
livered by Clarence L. Ayres, president 
of the American Life, and by James J. 
Mooney, president of the Michigan 
Mutual Life. In addition to the friendly 











sentiment expressed by the executive | 


heads of what ordinarily would be called 
rival companies, President M. E. O- 
Brien of the Detroit Life, received tele. 
grams and letters from practically every 
life insurance president in the United 
States and from Canada. All of these 
messages were enthusiastic in their 
praise of the progress and development 
of the Detroit Life and its present stand- 
ing, and expressive of well wishes for 
the continuance of prosperity in the new 
home office of the company. 


Words ef Congratulation 


President Ayres of the American Life 
brought out one very important point in 
his address, when he stated that a 
thorough investigation had convinced 
him of the fact that the insurance busi- 
ness is the third largest business in total 
invested assets in Detroit, if not in 
Michigan; being preceded first by the 
automobile business, secondly by the 
banking business. Mr. Ayres explained 
that he was as much surprised as his 
associates, when he stumbled onto this 
information in doing some _ research 
work in connection with the visit of the 
insurance commissioners to Detroit. 

Leonard T. Hands, insurance commis- 


eins ee 





sioner of Michigan, in a letter to Presi- 
dent O’Brien congratulated the officers 
and the company and also commented 
on the great size and importance of the 
business. 

Agents on Program 


Claire A. Lamoreaux, general agent of 
the Detroit Life at Lansing who has 
built up a million dollar agency after 
two years of industrious endeavor, gave 
details of his experiences. Henry M. 
Gillette, who is the Detroit Life super- 
intendent of agents in the upper penin- 
sula of Michigan, told of his experiences 
in that section of the state where the 
distances are considerable, and the train 
service none too efficient. Mr. Gillette 
took the part of the part-time agent in 
a most thorough manner. Frank E 
Delaney, confined his address very 
largely to detailed explanations of earlier 
experiences with the president of the 
Detroit Life, when they both worked in 
the northern peninsula of Michigan. 


Pay Tribute to Harding 


Officers and employes of the Nortl- 
western Mutual Life assembled at the 
home office assembly hall on the after 
noon of President Harding’s burial t 
do homage to the memory of the coun: 
try’s late chief executive. The spirit o 
the gathering was voiced by President 
William D. Van Dyke. 

Herbert N. Laflin, assistant counse! 
of the company and one of the 
orators in isconsin, delivered the 
eulogy. More than 700 employes 4% 
officers were present. A choir sang 
“Lead Kindly Light” and “Nearer My 
God To Thee” during the silent praye 
A double quartet sang during the meet 
ing. After the simple services the &® 
ployes disbanded for the day. 
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MEET AT CEDAR POINT 





AMERICAN CENTRAL’S RALLY 





Annual Session of $100,000 Club of In- 
dianapolis Company Hears Good 
Program of Address 





The fourteenth annual meeting of the 
$100,000 Club of the American Central 
Life was held at Cedar Point. Forty- 
five men had qualified for membership 
in the $100,000 Club and 38 of these were 
in attendance. 

At the first afternoon session organ- 
ization was completed and the new 
members and associate members and 
Quarter Million Club men were intro- 
duced. The opening session on the 
second day was given over to the dis- 
cussion of the “American Central Plan,” 
which was explained at length by Vice 
President Roy A. Hunt. Prospect cir- 
culation was explained by Frank M. 
Leary of the home office “business 
builder service.” Harry C. Byers, head 
of the new business department, in con- 
sidering home office policy issuance rou- 
tine enumerated many of the causes 
which make for delays. 

New Policies Explained 


The discussion of new policy con- 
tracts was led by Actuary H. W. But- 
tolph. Vice President Harry R. Wilson 
stripped reinsurance of its mysteries 
and explained its relation to the field 
man’s activities, 

Consideration of questions on agency 
regulations and practices submitted by 
the attending members was followed by 
a review of conservation policies. This 
subject was ably handled by Morris G. 
Fuller, head of the conservation depart- 
ment. 

Afternoons were given over to sports 
and recreation, water contests, swim- 
ming races and various forms of field 
competition, keeping the members on 
their toes. 


Prizes Awarded at Dinner 


The gathering culminated in the an- 


) nual club dinner. After dinner speakers 


included W. D. McWilliams, president 


) of the club; John E. Flurry, Pacific de- 
| partment supervisor, and President Her- 


ok Fae 


t 


bert M. Woolen. Prizes to the winners 
of the athletic and aquatic events were 
awarded by Vice-President H. R. Wil- 
son. At the conclusion of the talks the 
lights were turned out and pictures of 
earlier club members and events were 
cast on the screen. These were fol- 
lowed by four reels of movies woven 
around the theme of life insurance. 
Officers of the 1923 $100,000 Club are: 
W. D. McWilliams, president; Frank P. 
Kennedy, first vice-president; Mark R. 
Burnham, second vice-president; L. A. 
Simons, third vice-president; Joseph W. 
eattey, secretary, 


September “Whitfield Month” 


Agents of the Standard Life of St. 
ouls plan to put across a record busi- 
hess in September, “Whitfield Month,” 
as has been set aside to honor Judge 
. K, Whitfield, vice-president and gen- 
7 manager of the company. Judge 
hitfield presides over the agency de- 
yartment of the Standard but during 
that month will step aside and turn the 
reins over to the agents themselves. 
. At a gathering of some of the agents 
= home office Aug. 6 plans for 
hitfield Month were approved. The 
, cg have decided to turn in not less 
— $3,000,000, which if attained will 
; rpass any month in the company’s his- 
ory. The agents fixed the quota at that 
ge and each field man is supposed 
oat his own quota on that basis. 
Rt the Standard set a record with 
lehehes in written and in July fell 
. tly behind that figure. However, 
4 exceeded any July business since 
mod ee started. Every month this 
Stand as been a record month for the 
7 ard when compared with the same 
onth in previous years, 











Style of Architecture 
Which Had Its Rebirth In Lincoln’s Day 
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Present State of Completion of the New Home of The Lincoln National Life, 
“The Most Beautiful Life Insurance Building in the World.” 


In the days of Lincoln the Doric type of architecture had its 
first general vogue in this country. It was used for bank buildings 
largely because its very appearance suggests strength and per- 
manency. 

Doric architecture, the most impressive of the Greek designs, 
has been the favored plan for financial structures for more than half 
a century now because its massive forms and simple lines typify 
abiding stability. 

How natural that the architects for the new home of the Lin- 
coln National Life should select the Doric type of architecture for 
the structure which is to be used exclusively by the Lincoln 
National Life organization. 

In its strong character of design is suggested the fundamental 
ideals of service and the sound financial basis which have assured 
the remarkable and staple growth of the Lincoln National, and 
a . ~ a its continued expansion and helpful co-operation 
to all who 
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The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 
Lincoln Life Building Fort Wayne, Indiana 
Now More Than $270,000,000 In Force 
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This convention is going 
to be “different” 


You have undoubtedly attended dozens of life in- 


After the first five or six, 
But in Chicago, 


surance conventions. 
they were all pretty much alike, weren't they? 
on September 5, 6 and 7, there is going to be held a life insur- 
ance convention that will be unlike anything else in the history 
It will be long remembered as the greatest life 
insurance gathering on record. 5,000 life insurance salesmen 


and officials will attend. That is not on overstatement or “‘press 


of the business. 


agent stuff.” 


Because of the unusual character of this meeting 
everything in connection with it will make an 
impression upon those who attend. The big crowd, the huge 
auditorium, the inspirational talks and all of the other out- 
standing features will be retained in the memories of those who 


are fortunate enough to be at the meeting. 


One of the outstanding features of the convention 


will be the daily issues published at the close of 
each meeting by THE NATIONAL UNDERWRITER. In daily 
newspaper style THE NATIONAL UNDERWRITER will supply 
to everyone attending the convention a complete account of the 
day's proceedings a few hours after the meeting is adjourned. 
These dailies will supply NATIONAL UNDERWRITER readers 
with EVERYTHING that takes place each day. They will be 
easy to read and worth reading. The material will be displayed 
in attractive style. The principal features of each meeting will 


be summarized and easily found. 


In addition there will be photographs, cartoons, 
and other interesting novelties not found in the 
regular editions of insurance newspapers. Recognizing the un- 
usual character of this gathering THE NATIONAL UNDER- 
WRITER proposes to render exceptional and attractive service 
in connection with it. Its three dailies will be distributed to all 
life insurance men who attend the meeting, and will, in addition, 
go to all subscribers. Where could the life insurance company 
with a message for the real producers of the country find a 
better advertising medium than these NATIONAL UNDER- 


WRITER DAILIES? 


The National Underwriter 


Insurance Exchange, Chicago 
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TERM INSURANCE PLAN 





SOME PERTINENT INQUIRIES 
Connecticut General Life Gives Some 
Information on This Form That Is 
Very Interesting 





The Connecticut General gives some 
questions and answers on term insurance 
that are illuminating. Last year the 
company states that nearly 20 percent 
of the total issue of its business was 
term insurance. It was a higher per- 
centage than usual but the company 
says that it was due to business depres- 
sion which made people seek the lower 
premium forms. The company presents 
these questions and answers on term 
insurance: 

The Case for term insurance.— 

1. Covers temporary obligations at 
one or two per cent. of the principal. 

2. Enables men to get insurance who 
could not otherwise afford it. 

3. Enables men to take an adequate 
amount of insurance at once, instead of 
buying it little by little and risking their 
family’s security during the first few 
years. 

4. The privilege of converting with- 
out medical examination prompts men 
to take adequate insurancé in view of 
the possibility of later impairment. 

x ke x 
How to write it. 

1. In a number of policies, so it can 
the more conveniently be converted at 
different times of year, the insured thus 
getting the benefit of semi-annual, quar- 
terly or monthly payments at annual 
rates. 

2. With the idea of converting at least 
20 per cent, a year, conversations keep- 
ing pace with increasing income. 


* * * 


Why convert it? 

1. To create a permanent estate. 

2. To build up a reserve fund, avail- 
able at any time it is needed. 

3. To prevent immediate lapse of in- 
surance if unable to pay premiums later. 

4. To get better disability protection 
—installments as well as waiver of pre- 
mium, 

* * * 
When to convert. 

1. Whenever some favorable change 
has taken place in the insured’s financial 
condition. 

2. Before change of age increases pre- 
mium. 

_3. At some other time than’ policy an- 
niversary date so premium already paid 
on term policy can be credited toward 
new premium, making first deposit 
smaller. 

e ¢ ¢ 


Arguments for original date change. 

Z Policyholder Saves premiums paid 
on term insurance, 

2. Policyholder gets benefit of lower 
premium at age when he took his term 
policy. 

3. Agent gets increased renewal com- 
mission and additional first commission 
in a lump sum. 

Arguments for new date change. 
_ 1. Initial deposit is lower because dif- 
ference in back premiums is not paid. 

2. Policyholder receives advantage of 
present liberal contracts, including the 
new forms of disability provision, 





Holding Agency Convention 


_ The National Life of Vermont is hold- 
ing the annual agency convention of the 
leading producers of the company at the 
home office in Montpelier, Vt., this 
week. A_ four-day business session 
opened Monday and at the close of this 
a tour of the nearby Green Mountains 
will be taken. The business sessions are 
in charge of the field men and are de- 
voted to discussions of field problems 
and presentation of selling methods by 
some of the leading producers. A com- 
plete recreational program was also ar- 
ranged. 








LAUNCHING CAMPAIGN 





BOOSTING WISCONSIN FUND 





New Insurance Commissioner Tries to 
Revive Interest in State’s Life I 








Insurance Scheme insu 
ent 
bool 

MADISON, WIS., Aug. 14.—Life in- § “If \ 
surance men in Wisconsin are watching § Frat 
with interest the latest task that W. ann 


Stanley Smith, the new insurance com- § t¢ 
missioner of the state, has cut out for 
himself—that of developing the state life 
fund. Commissioner Smith recently an- pani 
nounced his intention of expanding the 















- 4 railr 
scope of this form of insurance and took has | 
the first step toward accomplishing that toda 
object, when the five new deputy fire coun 
marshals appointed for Wisconsin were % jife ; 
sent out with instructions to explain the 7 pank 
state fire and life fund insurance to peo- If th 
ple in their respective districts. ing t 

All of the usual forms of policies are 9 peca: 
issued, such as ordinary life, 20-pay- carri 
ment life, 10-year endowment and 20- have 
year endowment. Surrender value on that 
policies in the fund may be obtained at farm 
the end of the first year. Policies pro- with 
vide for automatic premium loans begin-|7 coun 
ning with the first year. If the pre- ness, 
mium is not paid when due, it is') fund: 
automatically charged as a loan against |) stitut 
the reserve and the insurance continues )) try ¢ 
in force so long as the reserve exceeds |) these 
the loan and interest. There is no forfeit. them 
ing of reserve if the policy is discon- 
tinued during the first year. The fund PAI 
writes policies in amounts of $500 and 
$1,000. Dividends earned are paid a) Com} 
the end of each year, beginning with G: 
the first. ; 

No agents are employed by the state. 

Policies are issued only to residents, or | 

to those who take up temporary resi- Th 
dence in the state. After once being in- § jjife a 
sured, there is no residence restriction, morn: 

State newspapers are giving the proj- 7 of th 
ect to develop the state fund consider- tribut 
able publicity, and the public’s reaction comm 
to the life fund promotion work will be insura 
watched with interest not only by life R. Tu 
underwriters, but by the insurance ance 
fraternity in general. sided. 

ntti dent 

DAKOTA LIFE AGENTS RALLY|) Unde: 
} ator tr 

Annual Convention Held at Home|” ferred 
Office in Watertown, N. D., With | . Ma 
Sales School Featuring —" 

i «Ame 

The Dakota Life held the ann’ Thee, 
agency convention for field representa lins-B; 
tives from North and South Dakota @ Mr. Jo 
the home office in Watertown, N. D. A Light.’ 
two-day business session was held, the of the 
convention closing with a banquet # panime 
the Grand hotel. The agents met at the O. 
company offices but most of the bust agent, 
ness sessions were held at the Lake M paving 
Kampeska Country Club. Presidett Presid. 
John B. Hanten gave the address extolli: 
welcome on the opening day and we render. 
followed with a talk by Dr. H. M. Fit &@ precee, 
nerud, medical director, on “The APT and p, 
plicant from the Medical Point ® hymn. 
View.” Vice-President and Actuary | Accide: 
J. Bell conducted a questionnaire on po Chicag 
icy forms and provisions. On the se Seated 
ond day a sales course was conduct those . 
by W. E. Bilheimer of St. Louis. The were J, 
late afternoon and evening of both day’ . Mee 
was devoted to entertainment featut der of 
which had been arranged by the co™ ident , 
pany. Life, U 

———_- the “T; 
Agency Outing in Wilderness commit 
Seventeen members of the White on 


Odell agency of the Northwestern te 
ional Life of Minneapolis, recently the 
turned from a unique outing ™ ( 


wilderness of northern Minnesota. “4 The ; 
combined business with ae ap os Ohio N 
outing taking the place of the ren tawa RB 
annual meeting of the agency. W. i." Aug. 2 
Wilson, second-vice president of Meeting 
Northwestern National, also made Life U; 
trip. Permit 


Nationa 


16, 1923 


AIGN 








FUND 


[ries to 
ife 





Life in- 
ratching 
hat W. 
ce com- 
out for 
tate life 
ntly an- 
ling the 
nd took 
ing that 
uty fire 
in were 
lain the 
to peo- 


icies are 


> forfeit. 
discon- 
‘he fund 
500 and 
paid at 
ng with 


he state. 
lents, or 
iry resi- 
yeing in- 
iction, | 
he proj- | 


-onsider- 1 


reaction 
< will be 
4 by life | 
nsurance | 


i. 


RALLY 


Home 
With 





4 





August 16, 1923 


LIFE INSURANCE EDITION 











How Life Insurance 
Has Helped in Many 
Fields of Endeavor 


RESIDENT Emmet C. May of the 

Peoria Life, in referring to how life 
insurance has cooperated with the differ- 
ent activities of the country, says in his 
pook, “The Empire of Life Insurance”: 
“If we telephone from New York to San 
Francisco, it is because the telephone 
companies have been made possible by 
the investment of life insurance compa- 
nies in their bonds. The railroad com- 
panies have made this country great in 
business because the life insurance com- 
panies have promoted and owned the 
railroad bonds. If the banking business 
has grown to be so great in this country 
today that it is a marvel to all other 
countries, one chief reason is that the 
life insurance companies have given the 
banking business the fullest cooperation. 
If the farmer has developed so that dur- 
ing the war he could feed the world, it is 
because the life insurance companies 
carried the mortgages on his farm which 
have made it possible for him to develop 
that farm, to raise the products on his 
farm so that he could progress along 
with all the other businesses of this 
country. And if the life insurance busi- 
ness, through the investment of its 
funds, does promote and stimulate in- 
stitutions which are making our coun- 
try great, it does so not as owners of 
these institutions, but as investors in 
them.” 


PAID TRIBUTE TO PRESIDENT 





Combined Insurance Forces of Chicago 
Gathered Together to Honor the 
Country’s Departed Head 





The insurance forces of Chicago, fire, 
iife and casualty, gathered last Friday 
morning at 11:15 o’clock in the rotunda 
of the Insurance Exchange and paid 
tribute to the late President Harding. A 
committee consisting of all branches of 
insurance prepared the program, Charles 
R. Tuttle, western manager of the Insur- 
ance Company of North America, pre- 
sided. He read an extract from Presi- 
dent Harding’s address before the Fire 
Underwriters Association of the North- 
west, some years ago, when he was sen- 
ator from Ohio. In that address he re- 
ferred to his early days as a local agent 
at Marion, O. Rev. Johnston Myers of 
Emanuel Baptist church said the invoca- 
tion. The assemblage sang two hymns, 
“America” and “Nearer, My God to 
Thee,” led by A. W. Jones, of the Rol- 
lins-Burdick Hunter Company Agency. 
Mr. Jones also sang a solo, “Lead Kindly 
Light.” W. C. Boorn, assistant manager 
of the Hartford Fire, played the accom- 
Ppaniment. 

O. E. Aleshire, the Chicago local 
agent, gave the address of, the day, 
paying a notable tribute to the late 
President, bringing out his virtues and 
extolling the distinguished service he 
rendered the country. The _ entire 
Preceedings were dignified, impressive 
and patriotic. At the close of the last 
hymn, Miss Ellen Gibbs of the Ocean 
Accident office, who is a cornetist in the 
Chicago Woman’s Band, sounded taps. 
Seated on the rostrum in addition to 
those who participated in the program 
were Insurance Superintendent Thomas 
J. Houston, President H. G. B. Alexan- 
der of the Continental Casualtv, Pres- 
9 A. M. Johnson of the National 
we S. A. and P. J. V. McKian of 

¢ “Insurance Post,” secretary of the 
committee on arrangements and who 
hing largely responsible for the success- 
ul carrying out of the program. 





Ohio National Convention 


oun annual agency convention of the 
. 10 National Life is to be held at Ot- 
awa Beach Hotel, near Holland, Mich., 
mn 29-Sept. 4. _This precedes the 
Te of the National Association of 
ite Underwriters in Chicago and will 
Permit some of the agents of the Ohio 
‘National to attend both conventions. 








‘Totaland Permanent Disability 





A RAPIDLY INCREASING AND A GRAVE PERIL 





It is increasing because we are all becoming specialists and are losing our 
earlier economic independence. It is increasing too because of the 


strenuous nature of modern life. 


It is grave because 


our defense against it is limited. 








vidual and family necessities are covered through 
that universal medium of exchange called 
MONEY. This is a relatively new program. 

Some of our grandmothers knew how to spin, to 
knit and to weave; some of our grandfathers raised 
flax and wool, tanned leather, made their own foot- 
gear, and built their own houses. Under such condi- 
tions little money was used or needed. Each family 
then produced and manufactured a large proportion 
of the necessaries of life. A few do that still. Down 
in the mountains of Kentucky the women still know 
how to spin and weave. If under such circumstances 
people have less, they are more independent than 
those in richer communities, and they are less affected 
by the ups and downs of business and by personal 
misfortunes. They live their lives less in terms of 
money and more in terms of food, clothing and 
housing. 

Our people as a whole have for a century and a 
half been growing away from that independent, self- 
supporting family life. The division of labor has 
been going steadily on until most of us do but one 
thing. We produce values of some kind, turn them 
into money, and with that money buy from others 
what we need. We manage our lives in terms of 
money. 

Few people in those early days were ever “out of 
work.” Those words had no terror for them; but to 
be “out of work” now for a few months means trou- 
ble for most of us and want for some. As we now 
live, an assured income is the great necessity. Since 
we must pay for most of the things we use—because 
they are produced by others—an income from some 
source is the only thing that stands between many 
of us (and our dependents) and actual want. 

While we are young and strong we can manage 
the income. But how shall we protect our depend- 
ents AND OURSELVES in case we are totally and 
permanently disabled? 

THE TOTAL AND PERMANENT DISABIL- 
ITY OF THE BREAD-WINNER UNDER OUR 


U ‘vauat the existing social program, our indi- 


CIVILIZATION IS AN INCREASING AND A 
VERY GRAVE PERIL. ITS CONSEQUENCES 
ARE SOMETIMES MORE SERIOUS THAN 
THOSE THAT FOLLOW DEATH ITSELF. 

There is only one sure protection against this peril, 
where the bread-winner’s strength and productive 
ability represent the capital of the family. That pro- 
tection is Life Insurance. If the bread-winner dies 

roperly insured the policy produces an income, 

UT under our present contracts, issued to Class 
A Risks only and for limited amounts, IF THE 
BREAD-WINNER HIMSELF BECOMES A BUR- 
DEN through total and permanent disability before 
age 60, the policy also covers that: it yields an im- 
mediate income of Ten Dollars monthly for each 
$1,000 of insurance carried, with no further pre- 
miums to pay. 

If the disability is, as a matter of fact, finally over- 
come, the policy, with no lien against it because of 
disability payments, has every value and right that 
it would have had, at that time, if the disability had 
not occurred, if all premiums had been paid, and if 
no money had been borrowed on it. It may now be 
continued in full force by the payment of premiums 


as before. 

If the disability is not overcome, the full face of 
the policy will be paid at maturity. 

Disability Benefits are as epochal in Life Insurance 
as Non-Forfeiture was when the New York Life (first 
of all the Old-Line Companies) adopted it sixty-three 
years ago; they meet industrial and social necessities: 
THEY PROTECT THE INSURANT. 

Beyond the benefits of loan and cash values, a 
strengthened credit and the moral consciousness of 
duty done, a policy of Life Insurance has not hitherto 
protected the insurant. The great purpose of the 
policy was to protect someone else after the insurant 
was dead. TOTAL AND PERMANENT DIS- 
ABILITY IS LIVING DEATH. The policy covers 
that and protects the insurant as well as the family. 

Ask a NEW YORK LIFE agent to show you a 
sample policy. 











NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY, President 

















HARRISON B. SMITH, President 


CHARLESTON 


THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory 
in the State of Michigan is ready for the right man. 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 


George Washington Life Insurance Company 
WEST VIRGINIA 











SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President 


INSURANCE IN FORCE, JUNE 30, 1923 


ADMITTED ASSETS : : 


SURPLUS PROTECTION TO POLICYHOLDERS 
PAID TO POLICYHOLDERS SINCE ORGANIZATION 


THE ROOKERY, CHICAGO 


$45,500,000 
5,137,208 
422,185 
4,065,756 


Good Openings in Sixteen States for Personal Producers, General Agents and Managers 


Address: 


S. W. Goss, Vice-President. 














THE NATIONAL 


UNDERWRITER 





August 16, 1923 








YOU CAN EARN 


what you are: 
really worth when you have GOOD TOOLS to 
work with and PROPER TRAINING in their 


use. 


Our tools are policies which are simple and 
free from restrictions ; liberal, broad in coverage, 
with very best ideas in total Disability and 
Double Indemnity protection. 


Our training schools, correspondence course 
and exceptionally complete library and Bulletin 
Service, our direct-by-mail advertising are all 
directed at helping you to sell more insurance 
WITH MORE SATISFACTION to yourself and 
your clients. 


Let us tell you more about 


NATIONAL FIDELITY LIFE 
INSURANCE COMPANY 


13th Floor, Federal Reserve Bank Bldg. 
Kansas City, Mo. 


Ralph H. Rice, President 











A Notable 
Record of Growth 


Figures from the 3lst Annual Report—1922 


I Ra panciceudebnoameeeenel $318,607,146 

Interest ae eae aia eae IE ep RE 49,198,255 

Rate for Provision for Profits.............ccccccess 4,832,639 

I insti id ila h dedi k teig bi dao oiainies phekiniale 38,803,997 

1922: Paid-up Capital ............ ee aE ele 1,000,000 

IOS vvndccevaksgaewaBiepeemen 3,213,531 

7 1 & % DRS. dpdks whence aged gens astibe=saeouee 1,348,088 
- ° 

Se NE in on chen dee eeaun aeons 60,568,499 


Openings for Field Men 


Capable, aggressive men will find unusual 
opportunity for success as field represen- 
tatives of this company. 


The Great-West Life Assurance Co. 


Winnipeg, Canada 
T. MILTON TAYLOR, 


Manager for Illinois 


715 Marquette Bldg. 
140 South Dearborn St. 


CHICAGO 














(THIRD INSTALLMENT) 
W« have discussed the case of the 


usual form of policy. There cer- 

tainly remains in the mind of the 
writer no doubt that the courts will sus- 
tain the tax so far as policies of this sort 
are concerned. But the distinguishing 
fact which justifies the tax in the case 
of such policies is the reservation of 
various rights and interests to the in- 
sured. In the discussions of and refer- 
ences to the subject, mention is fre- 
quently made of policies where the 
beneficiary has an absolute vested inter- 
est and by way of contrast to the poli- 
cies we have been considering, we may 
turn our minds to such policies. 


Case Where Beneficiary 

Can Not Be Changed 

In such a policy the beneficiary can 
not be changed. Upon the death of the 
beneficiary, the estate of the beneficiary 
succeeds to the beneficiary’s rights. The 
policy fails to provide for a loan or sur- 
render value, or, if there is provision 
for these more modern embellishments 
of an insurance policy, they are avail- 
able to the beneficiary alone. The only 
right the insured retains is the privilege 
of paying the premiums. 

In such a case as this, the only pos- 
sible interest that the insured has in the 
policy is that, if he is related to the 
beneficiary, he may have a distributive 
interest in the estate of the beneficiary 
upon the death of the latter. But such 
an attenuated contingent interest is 
present in any gift made to a relative 
and its possibility has never been con- 
sidered as the subject of a succession 
tax. In the case of such a policy, there- 
fore, it is impossible to conceive that 
there is any transfer from the insured 
to the beneficiary. The tax is upon the 
transfer of the net estate, but that estate 
is not enlarged by the existence of any 
such policy, nor would it be diminished 
by its absence. 

Concededly, the mere fact that an as- 
set is not subject to the decedent’s debts, 
nor to the laws of distribution, does not 
prevent it from being subject to a suc- 
cession tax. But in all the cases where 
the right to tax has been sustained, such 
as the tax upon the right of dower, or 
the execution of a power, there is a 
thing of value which under other cir- 
cumstances could have been added te 
the estate of the insured, as, for instance, 
in the case of dower, if the wife did not 
survive, that asset would be added to 
the insured’s estate. In the case cf the 
exercise of a power, the donee of the 
power may increase his estate directly 
or so dispose of the property affected 
by the power as to indirectly reach the 
same result. But in the case of such 
a policy as is here supposed, no such 
valuable interest passes. A transfer no 
more takes place by reason of his death 
than would take place if the insured, 
during his lifetime, had been instrumen- 
tal in procuring a lease to a third party 
and had guaranteed or undertaken to 
pay the rent up to the time of his death. 
Citation Is Made From 

the Tyler Decision 

The language in the Tyler case from 
Massachusetts (226 Mass. 306) is quite 
applicable here, for the only criticism 
to be made of that decision is that it 
disregards as unimportant an element 
which under other decisions appears to 
be most important, i. e., the right re- 
served to change the beneficiary. The 
court says in that case: 

“Whatever the insured does in the 
way of designation of a beneficiary takes 
effect forthwith. If his act rightly be 
described as a gift, it is a present gift 
which, so far as concerns him, takes 
effect at once both in possession and 
employment, by the beneficiary. Attor- 
ney-General v. Clark, 222 Mass, 291. 
There is no fund in which he has an 
ownership which is the subject of his 
act in designating the beneficiary, as 








in New England Trust Co. v. Abbott, 


TAXATION OF INSURANCE ESTATES 


BY HENRY W. PRICE 
General Counsel Illinois Life 








205 Mass. 279, and State Street Trust 
Co. v. Treasurer, 209 Mass. 373. The 
insured has no title to the amount due 
on the policy. He does not and can not 
make a gift of that. The right to that 
amount as an instant obligation does not 
spring into existence until after his 
death. Even then the money belongs to 
the insurer, who is charged with the 
duty by the contract to pay to the 
beneficiary. So far as the insured is a 
‘grantor,’ to use the word of the statute, 
the only thing which he grants, or can 
grant is an interest in a contract.” 


Extracts are Made from 

Other Court Decisions 

So, in In Re Parsons, 102 N. Y. Supp. 
168, the Supreme Court, Appellate Divi- 
sion, in speaking of a policy of insur- 
ance assigned to the wite, said: 

“This is not a case of an assignment 
‘intended to take effect in possession or 
enjoyment at or after such death,’ as 
mentioned in the statute. It was an 


absolute present assignment of the in- | 


terest of the assignor in the policy. ... 


She (the assignee) obtains an immediate | 


the moneys 


title and right to enjoy 
death 


when they become payable as 
losses.” 

See, also, a decision by the same court 
in In Re Voorhees’ Estate, 193 N. Y. 
Supp. 168. 

The Wisconsin case of In Re Allis, 
to which attention has already been 
called, expresses a contrary view, but 
the argument in that connection is 
thrown in as a sort of make-weight, after 
the court had already decided the case in 
favor of the state upon the ground of 
the insured’s interest in the policy. The 
gist of the court’s argument, it will be 
remembered, was that the insurance was 
in the nature of a gift, to take effect in 
possession or enjoyment when the hus- 
band died. This additional comment 
was flatly contrary to the prior decision 
of the Wisconsin court in In Re Bullen 
(143 Wis. 512), which is not referred to 
in the opinion. > 

In the case, therefore, of a policy ol 
the particular sort last described, it 
seems in reason perfectly clear that no 


transfer of the net estate can, by any 


distortion of the imagination, be claimed | 
to have taken place, and with the ex- 
ception of the utterance of the Wiscon- 
sin court in the Allis case just referred 
to, the decisions seem to support this. 
Modern Policies Present 

Different Provisions 

But if any policies giving the benefi- 
ciary such an absolute vested interest 
as we have described above are in ex 
istence today, they are for the most part 
policies issued years ago. Modern poli- 
cies, almost without exception, reserve 
to the insured some property right oF 
interest, and, indeed, under the statu- 
tory requirements of some of the states, 
such rights apparently must be reserved. 
Thus, between the two extremes of the 
ordinary liberal policy of the sort frst 
mentioned and the vested interest pol- 
icy of the kind last described, there are 
many varieties of policies in which, t0 
be sure, the beneficiary can not be 
changed, but which do reserve some 
interest or property right in the insured. 
A few of these will be briefly discusse 
and, so far as they may be affected by 
the statute, reference will be made only 
to the Illinois statute by way of illus 
tration. } 

Consider, in the first place, the right 
to borrow money on the policy. Ths 
right is ordinarily reserved to the ™ | 
sured. It is in many cases conterre 
upon the owner of the policy. Co™ 
ceivably, in a carefully drawn policy, * 
might be conferred upon the beneficiary 
exclusively. In the latter case alont 
presumably, would a company feel safe 
in making such a loan upon a_ note 
signed by the beneficiary only. But ™ 
Illinois the right to borrow money 





the policy apparently must be reser 
to the insured alone. The provision ° 
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the Illinois statute is that the policy 
must provide that the company “will 
loan, on the execution of a proper note 
or loan agreement by the insured and 
on proper assignment and delivery of 
the policy,” etc., a sum of a prescribed 
amount, and further requires that “no 
condition, other than as herein provided, 
shall be enacted as a prerequisite to any 
such loan.” 

In the modern policy, a surrender 
value is usually provided for, and in 
many states is required. Conceivably 
here, again, this benefit may be available 
to the beneficiary only. But in Illinois, 
under the statute, it can hardly be dis- 
puted that the insured would be held 
to have some interest in the procure- 
ment of a surrender value. For while 
the Illinois statute is silent as to whether 
such surrender value shall be paid to 
the insured or to the beneficiary, it does 
provide that the stipulated form of in- 
surance, of which the surrender value is 
required to be the equivalent, must be- 
long to the insured. The requirement 
is that the policy must provide that “in 
event of default in premium payments 
after premiums shall have been paid for 
three years, the insured shall be entitled 
to a stipulated form of insurance,” etc. 

Again, many, if not most, of the poli- 
cies of the type mentioned provide that 
in the event of the death of the benefi- 
ciary before that of the insured, the 
proceeds of the policy shall be payable 
to the insured or to his estate. The 
interest thus vouchsafed to the insured 
is called in In Re White (174 Fed. 333) 
a vested future interest. However it 
may be described, it is an interest rever- 
sionary in character, belonging to the 
insured, passing to the beneficiary at the 
time of the death of the insured. Such 
was the reasoning in the Allis Case (174 
Wis, 527), already mentioned, though 
possibly the court in that case was in- 
fluenced by the exceptional rule, to 
which reference has already been made, 
prevailing in Wisconsin in regard to the 
insured’s right of control, even where 
no change of beneficiary is provided in 
the policy. 

The interest of the beneficiary in such 
a policy, if it is a vested interest at 
all and not a mere contingent interest, 
may be likened to that of the donee of 
a gift in fee, with a condition of de- 
feasance if the donee should die before 
the donor. It can hardly be doubted that 
in such a case a statute expressly tax- 
ing the interest thus passing to the donee 
upon the donor’s death would be sus- 
tained as a valid tax upon a transfer. 
In the mere construction of the New 
York inheritance tax law, this view has 
been taken by the surrogates in In Re 
Schermerhorn, 149 N. Y. S. 95, and in 
In Re Flynn, 190 N. Y. S. 905, although 
@ contrary view has been taken in In Re 
Wing, 190 N. Y. S. 908. 


Interest of Insured 
Passes to Beneficiary 


Thus in any of the three cases cited, 
that of a loan value, a surrender value, 
or a reversionary interest contingent on 
the prior death of the beneficiary, the 
insured has some interest which upon 
his death passes to the beneficiary. In 
the case of such a policy, and in view 
ot the clear intent of Congress to im- 
Pose the tax, it would seem too much 
to hope that the federal courts will hold 
the provision invalid upon the ground 
that there is in fact no transfer. The 
mere fact that inequalities in taxation 
will result, and that gross and absurd 
ardships may ensue, will not affect the 
validity of the tax, in view of the lang- 
wage which has been quoted from the 
fase of the New York Trust Company 
V. Eisner, 

Granting this last conclusion, the ques- 
tion of whether the tax would attach in 
ee of a policy reserving no right 
int € sured, except the right to or an 
suet im a cash or loan value, and 
ae the death occurs, say in the first 
ze of the policy, before any such value 
;; available either to the insured or 
eneficiary, is a refinement whose con- 


sideration would hardly be profitable at 
IS time, 
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The Close of the Day’s Work 


HEN you begin to figure up your earn- 


such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


Inter-Southern Life Insurance Company 


JAMES R. DUFFIN, President 


ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


LOUISVILLE, KENTUCKY 
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Status of Legal Reserve Fraternals 


Wuat are coming to be known as 
legal reserve fraternal societies are 
bringing up some new questions in the 
life insurance world. With the broad 
spirit which permeates the life insurance 
business at this time, anything that is 
for the real good of the public receives 
at least a respectful hearing from life 
insurance men. After the old-time fra- 
ternal orders came to the realization 
that they were on an inadequate rate 
basis and headed for destruction, they 
made several attempts to get on a sound 
basis and those which have persisted 
have finally adopted the regular legal 
reserve basis, though possibly only with 
4 percent interest assumption. The ex- 
perience of some of these orders in try- 
ing to transfer their members by vari- 
ous methods has been a hard one but 
the method which seems to have been 
most successful is that by which an out- 
side organization undertakes the trans- 
fer under a contract and furnishes its 
own salesmen and field workers. 

Several of the fraternal orders now 
find themselves dn a legal reserve basis 
but their new problem is to get busi- 
ness under the new conditions. They 
have found that the old-time deputies 
and organizers are not adapted to sell- 
ing life insurance on the legal reserve 
plan and many of these have been 
dropped. What the orders are finding 
out is that it takes a judicious combina- 
tion of salesmanship and life insurance 
talent with the fraternal or lodge system 
to secure new members. In _ other 
words, it is now necessary to employ 
salaried or commission salesmen, though 
giving them the benefit of working 
through the lodges. In fraternal insur- 

ance there are 


THE enormous inheritance taxes to be 
paid by the estate of Witttam Rocke- 
FELLER, brother of JoHN D. ROCKEFELLER, 
again demonstrate the drain on large 
estates from this cause. The gross es- 
tate of WiLL1AM ROCKEFELLER amounted 
to $102,584,438, but the net was reduced 
to $67,649,660 by debts, commissions 
and so on. The administrative expenses 


Adapting One’s Self to Conditions 


Tue successful life man has to adapt 
himself to various conditions in which 
he is soliciting. He must be agreeable 
and be able to put himself in tune with 
any personality. We see the successful 
man or woman at a social function who 
is able to be agreeable under any condi- 
tions. It does not make much differ- 
ence with whom such a person is 


no renewals for thebusiness entirely. 


Drain on Estates 


salesmen because the collections are 
taken care of by the lodge secretary. 
Most of the “legal reserve” orders are 
now issuing the simpler forms of old- 
line insurance and practically following 
old-line methods. 

Shall these legal reserve fraternal or- 
ders be admitted by old-line agents as 
on a sound basis and deserving of pub- 
lic patronage? The chief defect in the 
fraternal system appears to be in the 
inadequacy of laws regulating the con- 
servation of funds. In Ohio a law has 
just been passed that no assessment or 
fraternal association which maintains a 
reserve higher than the one-year re- 
newable term shall transfer or use these 
funds for any other purpose without the 
consent of two-thirds of the member- 
ship. This is just one of the problems 
which confronts the fraternals. A fra- 
ternal order may have a large old busi- 
ness on the assessment plan and these 
assessment members may lay claim to 
some of the reserve fund accumulated 
for other classes. 

Most old-line men now look with a 
tolerant eye on the honestly and eco- 
nomically managed fraternal orders 
which are on a scientific basis. It is a 
question, however, now that some of 
the leading fraternals are charging legal 
reserve rates, whether they can get new 
members any more cheaply than the 
regular agency companies. The experi- 
ence of a number of fraternal orders 
which have finished the transfer of the 
members to the legal reserve basis 
would seem to indicate that they have 
reached a point where they will have to 
cnosider going bodily over to the old- 
line plan and its agency system or quit 


cost $2,800,000. The funeral expenses 
amounted to $13,603. The RoCKEFELLER 
estate will pay $16,000,000 inheritance 
taxes to federal government, New York 
state and other states where he had tax- 
able property. More and more men of 
wealth see the great value of life insur- 
ance to protect their family and their 
estates. 


conversing. The power of adapting 
one’s self to his environment is an en- 
viable possession. One must get in 
tune, so to speak, with'the community 
and the people with whom he is asso- 
ciating. As soon as one gets acclimated 
he finds himself in a congenial atmos- 
phere. This is a fundamental to the 





consummation of a sale. 








Miss Delana Walton, representing the 
Farmers’ National Life at Prairie City, 
Ill., who qualified for its $100,000 Club 
this year, is the first woman to enter 
the organization. She established an- 
other record in that she reached that 
division through the sale of small poli- 
cies, her largest policy being $5,00v. 


—_ 

Of the original 250 policyholders who 
applied for the legal reserve charter of 
the Royal Union Mutual Life, there are 
but 11 left. Secretary Sidney A. Foster 
had policy No. 4 and he is the oldest 
policyholder in point of service. Mr. 
Foster has been secretary of the Royal 
Union Mutual since it began. The Royal 
Union Mutual is the only insurance or- 
ganization with which he has been con- 
nected. He had been a printer and 
newspaper publisher in Iowa and had an 
ambition to organize a life’ company on 
the mutual plan. The Royal Union was 
licensed to do business March 18, 1886. 
It started at Marshaltown, Ia., and 
moved to Des Moines in 1886. 


One of the features of the annual con- 
vention of the western branch of the 
$100,000 and $200,000 clubs of the Con- 
necticut Mutual Life, to be held at 
Yellowstone National Park on Aug. 27- 
29, will be the presentation of the Sam- 
uel T. Chase cup to the company pro- 
ducer who shows a record of having 
paid for the greatest amount of the en- 
tire agency forces. This is the third 
year Mr. Chase, who is Chicago general 
agent, has presented a silver loving cup 
to the company’s leader in new busi- 
ness. The entertainment features of the 
western convention are now being 
rounded out and a three-day tour of the 
park is being arranged to follow the 
business sessions. President Robinson 
will be present from the home office. 


John Mather -Macallister, father of 
Agency Manager W. F. Macallister of 
the Shenandoah Life. died at his son’s 
home in Roanoke. He had been ailing 
for some time. He was 58 years old. 
The body, accompanied by Mr. Macal- 
lister and his mother, was taken to the 


family home at Jamaica, N. Y., for 
burial. 
West Babcock, general agent for 


South Dakota and part of Minnesota for 
the Mutual Benefit, last week celebrated 
the 37th anniversary of his entering the 
business. Mr. Babcock first took up the 
rate book in Northfield, Minn., but 20 
years ago moved to Sioux Falls, where 
he has represented the Mutual Benefit to 
this time. In commenting upon his many 
vears experience as a life underwriter, 
Mr. Babcock said that the most notable 
thing in his insurance experience is the 
change in the public attitude toward the 
principles of life insurance and the im- 
provement in the service rendered by the 
companies. 

Charles H. Parsons, general agent of 
the Northwestern Mutual Life at To- 
ledo, O., read a paper before the agency 
association of his company in Milwau- 
kee. THe NATIONAL UNDERWRITER in giv- 
ing the substance of this paper referred 
to Mr. Parsons as being located at 
Cleveland. He has been general agent 
of the Northwestern at Toledo for 
nearly 20 years. 


A banquet at which W. Stanley Smith, 
the new insurance commissioner of Wis- 
consin, will be the guest of honor, is 


being planned for Aug. 29 by the Insur-' 


ance Federation of Wisconsin. It will 
be the first time that a Wisconsin com- 
missioner has been so honored. The af- 
fair will have the active support not 
only of the insurance federation, but of 
all branches of the insurance field in 
the state. 

Attendance will be limited to 250 per- 
sons. Invitations will go out from the 
office of the federation about Aug. 15. 
Reservations will be accepted until the 
quota is reached. While details of the 





program for the evening have not yet 
been worked out, it has been arranged 
to have Henry F. Tyrrell, legislative 
counsel of the Northwestern Mutual 
Life, act as toastmaster. 


The Peoria Life has arranged on a 
decidedly novel trip for its $100,000 
Club next year. It is seeking to have 
$100,000,000 in force by Aug. 1, 1924. 
Therefore, in order to reward its agents 
for extraordinary hard work, it is plan- 
ning a trip to Alaska. In order to reach 
the $100,000,000 by Aug. 1 next year, 
it must have $30,000,000 paid-for busi- 
ness. 


The San Jacinto Life of Beaumont, 
Tex., formally opened the San Jacinto 
Life building Wednesday of this week 
from 2 to 5 p. m. The officers and di- 
rectors received the visitors and showed 
them about the building. 


President M. E. Singleton of the Mis- 
souri State Life has been appointed one 
of the directors of the St. Louis Aero- 
nautics Corporation which will finance [| 


the international air meet to be held in 4 


St. Louis this coming fall. Plans are on 
foot to create a modern air terminal 
which, after the October races, will be 
available for commercial use. 


Lewis T. Powers, formerly special 
agent for the Springfield Fire & Marine 
in Louisiana and Mississippi, later junior 
member of the general agency firm of 
Ellis & Powers, and more recently gen- 
eral agent for the National Life with 
headquarters at New Orleans, died last 
week. His death was most untimely, 
and came as quite a shock to his num- 
erous friends in the south. When in 
the fire business he was regarded as a 
close student of the business, and was 
frequent!y listed among the personnel of 
the various committees of the Louisiana 
Rating Bureau. 


Platt Whitman, former insurance com- |— 


missioner of Wisconsin, has returned to 
his home in Madison, Wis., from a trip 
to Alaska, bringing wth him some un- 
usual stories of that territory. Accord- 
ing to Mr. Whitman, furnished houses 
can be bought at from $50 to $150 in |) 
Dawson and other Alaskan towns. The [J 
houses were built and furnished during 
the gold rush and then deserted, and 
hundreds of them are standing now Just [7 
as they were left by their owners. Mr. 





Whitman told friends of one man who 
purchased a furnished home, with 2 


Many similar § 
é 


piano included, for $150. | 
bargains are obtainable in and about 
Dawson. 


Helen and Reg Trubey, children ot 
R. A. Trubey, Fargo, N. D., state man- 
ager of the Guardian Life, are the p0s- 
sessors of a much prized letter from the 
late President Harding, with whom Mr. 
Trubey was well acquainted. Mr. 
Trubey was a student at Ohio Wesleyan 
university in Delaware, O., at the time 
Mr. Harding ran for state legislature 
and later met him personally while pres 
dent of the Harding -for Governor Club 
in Delaware. Their friendship laste 
through the years and upon Hardings 
election as president, Mr. Trubey wrote 
congratulating him, the children enclos 
ing a letter also. Instead of replying 
to Mr. Trubey, President Harding wrote 
direct to Helen and Reg. 





A farewell dinner to W. H. Dallas, 
assistant superintendent of agencies, 4° 
Arthur Coburn, assistant actuary of 
Northwestern Mutual Life, both © 
whom have resigned, will be given - 
last week in August by Clifford L. Mc- 
Millan, general agent of the company # 
Milwaukee. The dinner will be attende 
by home office and home agency frien 
of the two men. Mr. Dallas takes - 
the superintendency of agencies for Ms : 
Atlantic Life of Richmond, while hen 
Coburn goes with the North America 
Reassurance of New York. 
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—— W. F. -‘Seshe on te Sepeenen, under William C, 

W. F. Mack ag for the North- oc arane, genera agent, ; ; 
| LIFE AGENCY CHANGES western Mutual Life at Richland Center Mi FF tite in Mie 
and Sauk City for the past 12 years, has | waykee for pone een Bed _ New 
— t been named district manager for Wauke- | Hampshire where he will take up a dis- 
; sha county with headquarters at rict awency ler E. W. Chubb, general 
A he BEHRENS RETIRES FROM FIRM | nie Brogan of Emporia to Topeka to| Waukesha, Wis. Mr, Mackey will be — eae aiestein 
slative | handle the women’s department of the | lates home office general agency, Mil- | transfer of 1s M: kivens tea hisher posts 
Mutual California Agencies Has General Agency state agency. Miss Brogan has been waukee. R, G. Morey, who has. been tion with the, company in the Kansas 
: i i i seve -ears “tinge as s anager rs oshs City offices and the appoi e of M. A. 
of the Continental Assurance oe on neg for several age ae. “tee 6 2S 4 = Devine as the general Sgont for the com- 

for the State »! e ormerly was an instructor in the company. pany in Topeka, 

- a Kansas State Teachers College and ; John C. McGreevy has been appointed 
100,000 , wrote some insurance as a part time : Fee aarti Metine. Til.. yer the 
‘ have E. S. ee has Pe vg oom ee agent. Some years ago she resigned to bs Life Agency Notes ; formerty gesoutated witht te Re & Vv. 
1924, agency oO ehrens < o., that as devote all of her time to the insurance William L. Mee, formerly with the Con- Motor Company and is widely known in 
agents agencies in San Francisco, Oakland and a a necticut Mutual Life, has joined the staff | the tri-cities as the organizer of singing 
plan- Los Angeles. The name has been yusiness., of the Mutual Benefit Life at Peoria, IIL, | clubs. 

» reach changed to the California Agencies. 
- year, Mr. Behrens has sold his interest in the 
- busi- agency. = A. Teasdale, vice-president, ° . 
has been elected president of the Cali- Th C Th t St A th C Th t P 
fornia Agencies. H. L. Burford be- e ompanies a ay re e ompanies a ay 
:mont, comes vice-president and C. S. Bliss P . — i 
acinto | secretary and treasurer, the other officers When a company has proven its staying qualities, as the Western Reserve Life 
week seep wae ree Insurance Company of Muncie, Ind., has, the agent who desires to be a general 

n 1- r = s . . Ss 

howed | of the Continental Casualty. Mr. Teas- agent can think favorably of that institution. Permanent success can only be attained 
dele ee toe wi Ge Continental through a permanent connection. The companies that stay are the companies that pay 
asualty for some six years. e wi . . 
e Mis- divide his time between San Francisco the representative in the long run. 
od one { and Los Angeles. The agency has Con- 
‘Acro: fental Casualty for eastalty and surety WESTERN RESERVE LIFE INSURANCE CO. 
wid in ) lines and the Continental Assurance of J.H. Leffler, Acting President John W. Dragoo, Secreta: Harry H. Orr, G 
= = i Chicago for life. MUNCIE, "IND DIANA 
minal |) STANFORD WRIGHT'S NEW POST 
|) Well Known Boston Life Man Joins 
special Paul F. Clark Office as Associate 
Marine General Agent 

junior 
rm ol 
y gen- Stanford Wright, for several years 
> with associated with the ower] soy 
‘d last the Massachusetts Mutual Life, has be- e ° e 
imely, | come associate general agent for eastern Liberal Contracts— offered in both Life and 

num- Massachusetts in the Paul F. Clark gen- r nee 
len in eral agency of the John Hancock Mutual Disability Departments 
1 asa Life, in which offiec Earl G. oe 
d was is also an associate general agent. Mr. ® ° . ° 
nel of [J Wright will take the place made vacant Choice Territory open in the Middle West 
lisiana by the transfer of William B. O’Connor, : * 

| Jr. to San Francisco, where he is to be- for State and District Managers 
} come the company’s general agent. Mr. 

»com- |) Wright is a native of England and is 
ned to |) 42 years old. He began his business 
a trip career as representative of a typewriter 
le un- company in England and the provinces, LINCOLN NEBRASKA 
ccord- and traveled later around the globe for 
houses the company. He entered the insurance 
150 in |) business in Columbus, O., in 1915 with 2S S04 ——e 

The |) the Massachusetts Mutual Life and went 

during : to Boston in 1916. He is an active of- 

i, and | ye in the Boston Life Underwriters 
w just [F ssociation. ot bi f St d P 

Mr. I or even ears O eaday rrogress 

n who John F. Kerfoot 
vith 2 = ' : 

milar pe Ua Nee tee Riess Re: ‘ ASSETS The {nternational Life and Trust now wants a repre- INSURANCE IN FORCE 

abeut §} the Minnesota Mutual at Des Moines 1916 ... .$125,222.00 sentative in your district. It is an old line legal reserve 1916... $ 203,000.00 

as manager for central Iowa. 1917 129.523.00 company with a record to be proud of. To represent 1917 704,500.00 
“eer ’ . . . . ** . 

od wee this dependable company is to represent a pillar of 

mar- LS. J. 8. Cone & Son 1918 .... 155,613.00 safety in the life insurance business. You are assured 1918... 1,382,500.00 
= pos _ caer = Es age — ee 1919 .... 203,600.00 of a maximum degree of intelligent co-operation. 1919... 2,973,000.00 
m the an . + 1920 .... 303,164.00 Write us at once for an agency. We have the means 1920.. 4,513,000.00 
m Mr. d vicinity for the Standard Life of ’ . gency ; er 

Mr St. Lewis. The elder Cone formerly 1921 .... 404,224.00 of assuring you of a successful career in the life in- 1921.. 5,019,000.00 

Po was with the Standard Life and is very surance business. 

po well acquainted throughout the Peoria 1922 .... 984,558.00 1922... 9,148,126.00 
lature district. His son, W. H. Cone, the 

ee: junior member of the firm, has had much 

ress  itsurance experience. INTERNATIONAL LIFE & TRUST COMPANY 
fine’ Miss Annie Brogan MOLINE, ILLINOIS 

wrote The New York Life state agency in J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary and Medical Director 
nclos- Topeka, Kas., has transferred Miss An- 
plying 
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advantageous contracts, 


INCORPORATED 
GENERAL AGENTS 


Life Insurance Com- 


pany has special 
ducements for | 


agents 1n 
both States. 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. ° 

The Franklin has a splendid tradition for 

JHE Chicago National 


“Aggressive Conservatiam.” 


ae 


life insurance, it has maintained among 
That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884 
Our men know it is true. 
Springfield, Illinois 

Five thousand leads received last 
month from our stockholders. 


to render practicable the highest ideals of 


ers In 


= 


when it is about to climb.’’ 
office co-operation and the 
influence of 1200 stockhold- 


standard policy forms, home 
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‘‘Nothing humbler than ambition 
Chicago National Gnderwwriters Co. 


202 So. State St. 
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ive agencies 


222,670.07 
152,647.00 
111,293.19 

21,396.22 


pany 


te? 
Secretary 


2,704,249.21 


$3,272, 438.00 


1,333,805.00 
148,425.00 


Losses 
Policy- 


First Six Months 1923 


General Agent 
-1,000,000,00 
.1,428,529.21 
275,720.00 
to 
.$18,614,703.00 


LIABILITIES 


Reserve (American Ex- 


M. J. HIGGINS 


Stock. 


for Death 
in Process of Adjustment. 
Surplus ...... 


and Contingent 
Reserve for Taxes, Etc..... 


Security 


PEOPLES LIFE INSURANCE COMPANY 
perience 3 & 38% Per Cent)$12,377,432.00 
Re- 
Liabilities 


Special 


iness Can you wri 


Assigned Funds 


Surplus 


miums ..... seeesseeees 
Miscellaneous Liabilities .... 

Capital 

$15,630, 428.00 


Total 
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Unearned Interest and Pre- 


Reserves 
holders 
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ions to offer high caliber 


Vice-President 
FINANCIAL STATEMENT JUNE 30, 1923 


ission are you wo 
itories. 


CHICAGO 
SHEARN MOODY, 


922,947.77 
5,765,840.71 
25,000.00 
1,572,897.10 
4,776,310.68 
1,831,523.45 
30,183.91 
343,389.07 
340,335.88 
22,000.00 


Topeka, Erie 


Winston-Salem 
The company, one of the oldest and strongest in the 


ive proposit 


OF GALVESTON, TEXAS 
$2,704,249.00 
Operates in 21 States and the Republic of Cuba 
Total Paid Policyholders Since Organization, $13,413,479.33 
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General Agency Openings 
To complete our organization program for Nineteen 
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Increase in Surplus Security to Policyholders................ 
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Interest Due and Accrued... 


Acct. 


If you are interested in any one of these opportunities 
address with full particulars E-94, care The National 


hundred percent cooperation and the utmost in agency 
Underwriter. 
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The men selected to fill these vacancies will receive one 
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Nearly 1 44 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 
Jan.1,1913 Jan.1,1918 Jan. 1, 1923 
Assets ...........+-$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 
Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
Wichita, Kansas 


Executive Offices 











Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 




















28 2 0 31 2 4 5 36 37 38 39 
3 $ $ $ $ $ $ $ 3 $ $ 
9.82 9.88 9.94 10.02 10.11 10.20 10.29 10.38 10.49 10.61 10.73 10.86 
9.23 9.28 9.34 9.42 9.50 9.59 9.68 9.77 9.87 9.99 10.11 10.24 
10.44 10.50 10.57 10.65 10.74 10.83 10.92 11.01 11.11 11.23 11.35 11.48 
11.09 11.15 11.22 11.31 11.40 11.49 11.58 11.68 11.78 11.90 12.02 12.15 
11.77 11.83 11.90 11.99 12.08 12.17 12.26 12.35 12.45 12.57 12.69 12.82 
12.47 12.53 12.60 12.69 12.78 12.87 12.96 13.06 13.16 13.28 13.40 13.53 
13.21 13.28 13.35 13.43 13.52 13.61 13.70 13.79 13.89 14.00 14.12 14.24 
13.97 14.04 14.11 14.19 14.27 14.36 14.45 14.54 14.64 14.75 14.87 14.99 
14.78 14.85 14.92 15.00 15.08 15.16 15.24 15.32 15.42 15.53 15.64 15.75 
15.61 15.67 15.73 15.81 15.89 15.97 16.05 16.13 16.23 16.33 16.43 16.54 
16.48 16.54 16.60 16.67 16.74 16.82 16.90 16.98 17.07 17.16 17.25 17.35 
20-YEAR ENDOWMENT 
ASes ...... 40 41 42 43 44 45 46 47 48 49 50 51 52 
Prem. ..... 52.76 53.28 53.84 54.46 55.15 55.92 56.74 57.67 58.70 59.82 61.06 62.42 63.92 
DB sccccess 5.80 5.92 6.06 6.22 6.40 6.58 6.78 7.00 7.23 7.47 7.73 8.02 8.34 
Bi cccccecce 6.23 6.36 6.51 6.68 6.86 7.05 7.26 7.48 7.71 7.96 8.22 8.52 8.85 
BS scccccce 6.68 6.82 6.98 7.16 7.35 7.54 7.75 7.98 8.22 8.47 8.73 9.03 9.37 
GB cccccecce 7.15 7.29 7.45 7.63 7.82 8.02 8.24 8.47 8.72 8.98 9.25 9.55 9.89 
5 ; 7.79 7.96 8.14 8.33 8.53 8.75 8.99 9.25 9.51 9.78 10.09 10.43 
6 8.31 8.48 8.66 8.85 9.05 9.27 9.52 9.78 10.05 10.33 10.64 10.98 
7 8.85 9.03 9.21 9.40 9.60 9.83 10.08 10.34 10.61 10.89 11.20 11.53 
8 9.41 9.59 9.77 9.96 10.16 10.39 10.63 10.88 11.15 11.45 11.76 12.09 
9 9.97 10.15 10.34 10.54 10.74 10.97 11.21 11.46 11.73 12.03 12.33 12.66 
10 10.56 10.74 10.93 11.13 11.33 11.56 11.80 12.05 12.32 12.61 12.91 13.23 
11 11.18 11.36 11.54 11.73 11.93 12.15 12.39 12.64 12.91 13.206 13.50 13.82 
12 11.80 11.98 12.17 12.36 12.56 12.78 13.01 13.25 13.51 13.79 14.08 14.39 
13 12.45 12.63 12.82 13.01 13.20 13.42 13.65 13.88 14.13 14.40 14.67 14.96 
14 13.12 13.29 13.47 13.66 13.85 14.06 14.28 14.51 14.75 15.01 15.26 15.54 
15 13.82 13.99 14.17 14.35 14.53 14.73 14.94 15.16 15.38 15.62 15.87 16.14 
16 14.52 14.68 14.85 15.02 15.20 15.39 15.60 15.81 16.03 16.26 16.50 16.75 
17 -11 15.25 15.40 15.56 15.73 15.90 16.08 16.28 16.48 16.69 16.91 17.14 17.38 
| eee 15.87 16.00 16.14 16.29 16.45 16.62 16.79 16.97 17.16 17.37 17.59 17.82 18.06 | 
19 wcccecee 16.65 16.77 16.91 17.05 17.21 17.37 17.53 17.70 17.88 18.08 18.29 18.52 18.76 
BO ccccccee 17.46 17.58 17.71 17.84 17.99 18.14 18.30 18.47 18.64 18.84 19.04 19.28 19.52 
20-YEAR ENDOWMENT 
56 7 58 59 60 61 62 63 64 65 
$ $ $ $ $ $ $ $ $ z 3 
. 9. 71.51 73.88 76.48 79.32 82.44 85.84 89.55 93.59 98.02 102.84 
. i 9.90 10.35 10.82 11.32 11.86 12.44 13.05 13.68 14.33 14.98 
. le 10.43 10.89 11.37 11.88 12.42 13.00 13.61 14.24 14.88 15.52 
9.7 . 10.97 11.43 11.92 12.43 12.97 13.54 14.14 14.76 15.39 16.03 
. A 11.51 11.97 12.46 12.97 13.51 14.07 14.66 15.27 15.89 16.52 
BS cccccoce 10.80 11.20 11.63 12.06 12.51 12.99 13.50 14.04 14.59 15.16 15.76 16.37 16.98 
GC sccccccs 11.35 11.75 12.18 12.61 13.06 13.53 14.03 14.56 15.09 15.64 16.22 16.81 17.40 
DT ccccvces 11.89 12.29 12.72 13.15 13.60 14.07 14.55 15.06 15.59 16.13 16.68 17.23 17.79 
BS cesceces 12.45 12.85 13.28 13.71 14.15 14.60 15.06 15.55 16.05 16.56 17.07 17.61 18.52 
D cecesess 13.02 13.40 13.81 14.23 14.66 15.10 15.55 16.02 16.51 16.97 17.46 18.33 19.24 
10 . 13.58 13.96 14.36 14.77 15.19 15.61 16.04 16.48 16.93 17.38 18.15 19.03 19.93 
BL ccccccee 14.16 14.52 14.90 15.29 15.69 16.09 16.50 16.91 17.34 18.06 18.84 19.71 20.61 
BB ccccesee 14.72 15.07 15.44 15.81 16.18 16.55 16.93 17.34 18.03 18.75 19.51 20.36 21.26 
BS cceccces 15.28 15.62 15.98 16.34 16.69 17.02 17.37 18.02 18.70 19.40 20.18 21.00 21.91 
BS ccccecce 15.85 16.18 16.52 16.85 17.17 17.49 18.06 18.69 19.35 20.03 20.78 21.63 22.53 
BD cccesecs 16.43 16.74 17.07 17.36 17.67 18.17 18.73 19.34 19.98 20.65 21.39 22.23 23.12 
BE cccceces 17.02 17.31 17.62 17.91 18.37 18.84 19.37 19.97 20.58 21.24 21.97 22.79 23.68 
BE csesnces 17.64 17.92 18.22 18.62 19.04 19.50 20.01 20.57 21.16 21.79 22.49 23.30 24.17 
BB ncccccce 18.31 18.57 18.93 19.30 19.71 20.13 20.60 21.13 21.69 22.28 22.95 23.70 24.51 
BD ccccccce 19.00 19.30 19.64 19.98 20.35 20.72 21.16 21.64 22.14 oy 68 23.27 23.94 24.64 
BO cceseces 19.76 20.03 20.33 20.63 20.95 21.28 21.65 22.06 22.48 22.91 23.37 23.89 24.42 
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Conservative Life 

The Conservative Life of South Bend, 
Ind., has issued two new policy forms, 
an endowment at age 65 and infantile 
special limited payment life form. The 
new infantile form costs 26 cents a 
month and gives exceptionally high 
death benefits at the young ages. It 
goes into full $260 benefit at age 5. It 
provides cash, loan, paid-up and ex- 
tended insurance values in the sixth pol- 
icy year. The benefits payable are as 
follows: $40 under six months; $60 from 
six months to one year; $120 after one 
year; $170 after two years; $220 after 
three years, and $260 after four years. 
Rates on the new endowment at age 65 
are as follows: 


Age Prem. Age Prem. Age Prem 
2 2 “* 


15....$15.38 5 $20.15 35. $28.98 
3G... 15.94 2 20.80 36.. 30.26 
17.... 16.14 2 21.49 37.. 31.64 
18.... 16.55 2 22.23 38.. 33.33 
19.... 16.98 29 23.01 39.... 34.87 
20.... 17.43 30 23.84 40 36.54 
21.... 17.93 31 24.73 41 38.35 
22.... 18.43 32 - 15.68 42 . 40.33 
23.... 18.98 33 26.78 43 - 42.49 
24.... 19.56 34 27.80 44 . 44.87 

45 - 47.48 


Sunkist Agency’s Record 

The Sunkist agency at Los Angeles 
of the Central Life of Des Moines, of 
which W. H. Carter is manager, has 
averaged a monthly volume of produc- 
tien of new insurance in excess of 
$100,000 since its establishment May 1, 
and won second place in the July con- 
test for the home office loving cup. Joe 
Richardson has led the agency field for 
three consecutive months in personal 
production. 





Assistant Actuary 


Rapidly growing company of $65,000,- 
000 needs a young man under twenty- 
five with some Actuarial training or | 
experience who is willing to start at a 
moderate salary and work up to 
position of Assistant Actuary. Give 
qualifications and minimum wage ex- 
pected. Address F-29, care of The 
National Underwriter. 











WANTED 


Live Wire Sales Manager. A young legal 
reserve Company. Writing business in Ohio 
only. Requires the services of a man who 
can produce a good volume of business 
himself, also secure agents, and teach them 
to become producers. To such a man 
we have an exceptional opening that is 
unlimited as to the future. Correspond- 
ence Strictly Confidential. Address F-30 
Care The National Underwriter. 

















a eget A the cost of The 
SC Rational Gnacrwriter by 
ae su ption. 





et 





of developing a successful agency. 
All negotations strictly confidential. 


ARE YOU THE MAN— 


Who would consider an attractive manager's contract for Madison, Wisconsin? 


An established old line mutual company 
State offers you a wider field and increa 


A Home Office Official will be glad to talk with you about a practical method 


pepenine under the laws of New York 


Address Agency Department, 
F-22, care The National Underwriter | 


opportunities for making rea! money. 
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HOME LIFE INSURANCE Co. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report si 
Premiums received during = year one. 8 7,369,835 
Payments to Policyholders and _ their 

neficiaries in Death Claims, Endow- 


ments, Dividends, Etc............... 5,400, 769 
Amount added to the Insurance Reserve 
Reneaeesonsgonsseganseosecece 2,206,762 
Net Interest Income from Investment.. 2,110,922 
($722,352 in excess of the _mmount 
required to maintain the rese 
Actual mortality experience S281 % of 
the amount expected. 
Insurance in Force............+.ssss+s 232,163,052 
Admitted Assets .........cccccccceeees 46,253,715 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The — Nat. Bank 


Buildin 
GINCIN NATL. OHIO 





HOYT W. GALE 
General Manager for Northern Ohie 
Leader-News Buil 
CLEVELAND, OHIO 








THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it 
renders to its members and to its field 
representatives. 

Back of your antepantease § it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 
Life Insurance Co. 


Independence Square Philadelphia 





























Peniien Life 
Insurance Company 
Bismarck, North Daketa 
Insurance in Force, $13,500,000 
H.H, F. L. CONKLIN, 

Secretary 
a - 
3L. a 








t Ast. See. 


























Only high-type men and women can obtain 
contract to represent this company. 




































































ASSOCIATION’S PLANS 


__—— 


ARE TO WATCH LEGISLATION 





Company Officials Are Interested in the 
Plan That Is Projected by Phila- 
delphia Agents 





NEW YORK, Aug. 15.— Life com- 
pany officials of this city are interested 
in the reported purpose of the Phila- 
delphia Association of Life Underwriters 
to pay particular attention to legislation 
affecting life interests in Pennsylvania 
in future. If, as is said to be the case, 
the agents will be guided in their 
activity by United States Senator G. W. 
Pepper, who is also counsel for the 
Penn Mutual Life, there can be no pos- 
sible harm in the movement, and indeed 
it might prove distinctly helpful. As a 
rule head office men look rather askance 
at the field men taking up legislative 
matters, feeling that they are prone to 
take a narrow rather than a broad view 
of the situation, and might sponsor or 
support bills the general effect upon the 
business of which would be most in- 
jurious. In past years the fire and 
casualty companies have suffered not a 
little from the well intended but mis- 
directed efforts of agents to handle 
legislative affairs and have made clear 
to the local men the wisdom of having 
such matters dealt with by a central or- 
ganization. 


Equitable Holding Chicago School 


The Chicago department of the Equi- 
table Life of New York is holding a 
school of life insurance salesmanship for 
its agents in the Chicago district under 
the direction of Prof. George B. Van- 
Arsdall of the home office. There are 
about 50 agents enrolled, being from the 
Chicago offices with three or four ex- 
ceptions. The school is patterned largely 
after the Carnegie School, the mornings 
being devoted to class work and the 
afternoons to actual solicitation. The 
Chicago office has held these annually 
in the past, but in the future will hold 
four schools a year, in order that the 
enrollment may be reduced to a size 
that can be easily handled. Some of the 
schools have had enrollments of over 
100 and have been too unwieldy to re- 
turn the desired benefits. 


Pacific Mutual Outing 


The home office agency of the Pa- 
cific Mutual Life at Los Angeles held 
its annual outing Aug. 11, at Brent’s 
Mountain Crags, in Ventura county. 
John H. Russell, associate manager, was 
host to the members of his field and 
office organization and their families, and 
no pains were spared to add in every 
way possible to their enjoyment of the 
occasion. The party left the home office 
promptly at 9 a. m, in automobiles for 
the wilds, which are inaccessible except 
by machine, and the cares of business 
were forgotten for the day. Eats were 
provided by the management and vari- 
ous outdoor sports and other forms of 
entertainment, including music and 
dancing, were indulged in. 


New Topeka Insurance Center 


The new building of the Capitol 
Building & Loan Association in Topeka, 
Kan., bids fair to become an insurance 
and real estate building. The association 
will occupy the two lower floors, in- 
cluding the big fire and casualty agency 
which the association operates. The 
third floor is to be occupied by real 
estate and insurance agencies. The 
fourth floor is to be taken over entirely 
by the Bank Savings Life of Topeka. 
The floor is being built to suit the needs 
of the company, which has had a remark- 
able growth since its organization nearly 
ten years ago. It will move its offices 
from the Mulvane building and will more 
than double the floor space. 

The general agency of the Aetna Life 
will have the entire fifth floor of the 
building and that floor is being arranged 
to meet the exact needs of the offices and 
it will double the floor space it now has 
in the New England building, 














Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 


Mortality, 1922, 42% 
Interest earned upon mean invested assets 6.15% 
Assets of $109 to each $100 of liabilities. 


Business in force, Dec. 31, 1917, $54,193,000 
Business in force, Dec. 31, 1922, $152,530,000 


Excellent direct general agency contracts available for Missouri 
Kansas, Southern Ohio and Virginia 








Mutual Life 1923 Dividends 


The Mutual Life Insusance Company of New York was the first American legal 
reserve life insurance company to pay cash dividends. For more than seventy-five years 
it has consistently made dividend returns te policyholders, and, except for an eccasional 
slight dec in schedule, has maintained an upward trend in its returns. 


In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to policyholders $32,832,839, equalling about H% 
af the amount of 1988 peemiem sescipte. 





For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 





THIS YEAR 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





. This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 — Eightieth Business Year — 1923 














Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on yy AW 
Life and Endowment plans, thus enabling pone to.buy all of 

ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan. 

Parti ing and Non-Partici Policies. 

Same j= Males and res, 

Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 

















THE NATIONAL UNDERWRITER 


August 16, 1923 











No. 29 


CO-OPERATION 


URING their first twelve r 
months in the life insurance } 
business our trained salesmen i 
added during recent months have | 
produced on an average 15 per cent 
more business than those who H 
entered our organization during | 
1919 before our Home Office Train- \ 
ing School was established. | 


—This despite the fact that our f 
trained group necessarily spent 
several weeks away from their 
territory and were entering the 
business during an economic period i 
in no way as favorable to the sale 
| of life insurance as those banner ! 
months of 1919 and early 1920. | 


Sales training is one form of agency 
co-operation which we offer. 
































Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 













































You Can Multiply Your 
| Producing Power 


MEDICAL LIFE AGENTS do multiply their pro- 
ducing powers. 
WHY? Because the Medical Life writes Standard, 
Sub-standard and Child’s Endowment Policies. 
For that reason our agents lose no time “choosing” 
prospects. Their prospects are not. limited. 
The company’s liberal attitude toward impaired risks 
makes it possible for them to render 100% service to 
their clients. 
Our Child’s Endowment Policy has received enthusi- 
astic endorsement. It is a real agency money- 
maker. 
Then, too, the Medical Life’s rates for men and 
women are the same. 
The Medical Life agency offers an unexcelled op- 
portunity for YOU. 

” 


@ 


. 


INSURANCE COMPANY) OF AMERICA 


WATERLOO IOWA 


I. G. LONDERGAN 


E. E. BROWN 
Vice Pres. & Gen’l. Mgr. Agency Supervisor 
































NEWS OF LOCAL ASSOCIATIONS 








ELECTION AT LOS ANGELES 





George W. Ayars of New York Life 
Reelected President—Plan to Have 
Full-Time Secretary 





LOS ANGELES, CAL., Aug. 14.—At 
the election of officers for the ensuing 
year held by the Life Underwriters As- 
sociation of Los Angeles, George W. 
Ayars of the New York Life was unan- 
imously reelected as a. Other 
officers elected were: M. Anderson, 
Lincoln National Life, — vice-presi- 
dent, and Walter G. Hudson, Mutual 
Life of New York, second vice-presi- 
dent. The new executive committee 
consists of A. A. Dewar, Equitable of 
New York; R. Z. Allen, Phoenix Mu- 
tual; Fred C. Hathaway, Mutual of New 
York; Jesse Vance, Massachusetts Mu- 
tual; Vernon H. Jenkins, Occidental; 
Charles L. Lewin, Pacific Mutual; W. 
K. Murphy, Northwestern Mutual, and 
R. S. Babcock, Provident Mutual. 

The office of secretary-treasurer was 
declared vacant and no attempt will be 
made to fill it until regular meetings are 
resumed later in the year, following the 
vacation period from July to September. 
The association, through the action of 
its executive committee, contemplates a 
possible reorganization and perhaps the 
adoption of an advance in membership 
dues to an amount that will permit 
financing of the employment of a whole 
time secretary-treasurer qualified to de- 
velop the organization in many details 
and increase its scope of interest and 
value to its members. 

At the conclusion of association busi- 
ness, Frank H. Davis, vice-president of 
the Equitable of New York, guest of 
honor and principal speaker of the even- 
ing, was introduced. His remarks were 
devoted to consideration in a general 
wav of the attitude of the life under- 
writer toward the institution and the 
business of life insurance, both in its 
practical details and in the abstract. Sin- 
cere human interest was designated as 
the primary element for cultivation, the 
technical details of the business being of 
secondary importance. 

& 2 © 

Cleveland, O0.—Interest of the Cleve- 
land association just at present centers 
about a picnic to be held Aug. 16 at 
Madison-on-the-Lake. An attendance of 
at least 200 is expected. Members are 
asked to invite from among ratebook 
men of their acquaintance nonmembers 
whom they would like to see affiliated 
with the association. 

A good luncheon will be given mem- 
bers and their guests without charge, 
the expense being met out of the treas- 
ury. The games committee, under the 
leadership of W. A. Wishom of the 
Equitable Life of Iowa, has prepared a 
fast program and has leaked out the 
advice that everyone should come “pre- 
pared for the worst and not afraid of 
getting all mussed up.” Golf, swim- 
ming, ball games and other sports have 
been arranged. The general committee 
is headed by John H. York of the State 
Mutual, 

* * * 

Milwaukee, Wis.—G. BE. Harthun, sec- 
retary of the Milwaukee association, is 
circularizing the association membership 
in the interests of the National Associa- 
tion convention to be held in Chicago, 
Sept. 5-7. All necessary information as 
to hotels, rates, accommodations, amuse- 
ments and convention data has been for- 
warded to life underwriters in Mil- 
waukee by Secretary Harthun. It is ex- 





pected that because of the nearness of 
the two cities, a 100 percent attendance 
from the Milwaukee association will be 
present at the convention. 

*x* * * 

South Dakota—At the August meeting 
of the South Dakota association at Sioux 
Falls, Homer D. Hildebrand was named 
chairman of the executive committee and 
George R. Douthit was appointed chair- 
man of the legislative committee. It was 
announced that the entire executive com- 
mittee will attend the national conven- 
tion at Chicago, Sept. 5-7. President 
P. J. Crandall presided at the meeting. 


Missouri State’s Figures 

The statement of the Missouri State 
Life for June 30, 1923, shows that on 
that date the company had $433,912,393 
of insurance in force and $43,089,931 of 
admitted assets compared with $385,- 
579,745 of insurance in force and $39,- 
642,846 assets Dec. 31, 1922. 

The increase of insurance in force for 
the first six months of 1923 was $48,332,- 
648, while in that period the business 
paid for totaled $76,392,930. Since Dec. 
31, 1919, the company has almost dou- 
bled its admitted assets and more than 
doubled the insurance in force. On that 
date its assets totaled $23,096,073 and 
insurance in force $219,415,635, the 
gains in the three and half years being 
$19,993,858 in assets and $214,396,758 in 
insurance. 

T. F. Lawrence, vice-president, stated 
that on July 31 the insurance in force 
had reached $444,000,000 and that the 
$500,000,000 mark probably would be 
reached by Dec. 31. 


National American’s Drive 

The National American Life of Bur- 
lington, Ia., which sold $1,000,000 of life 
insurance policies there in an eight- week 
drive, has concluded one of the most 
remarkable insurance campaigns ever 
undertaken in southeastern Iowa. Not 
all the territory has been covered and 
the field force expects to increase its 
total figure 50 percent before it is with- 
drawn. A great advertising campaign in 
local papers was the background for the 
drive and so successfully was this con- 
ducted that many policyholders made in- 
quiry to take out insurance. Many | 
women became interested, the agents 
reported, and were enlisted in the cam- 
paign to insure their husbands. 








Commercial 


Life Insurance Co. 
Kansas City, Mo. 
“Heart of America” 


F. H. UEHLING, President 


We offer an Agency Contract 
whereby the Agent grows with 
the Company. Two District 
Agencies open in Missouri. 

Stockholdersall over the State 
who co-operate with the Agents. 
We furnish you a lineup where 
you can sell your paper. 

Write for full particulars. Our 
special Bank contracts are bus- 
iness getters. Write 


oO. L. HOLLAND 
Vice President-Agency Manager 


————— 

















SAFI AS A GOVERNMENT BOND’ 


>) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT 2x° MONTHLY INCOME INSURANCE 


ia LATEST POLICIES AND AGENCY CONTRACT Ba'iaz ine 
Openings OHIO, IND. KY, MICH. and W. VA. Write Cohumbus 




















Organization 
Methods Personnel 


Main Office: 4@ Rector St., New York 





H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Equipment 





Standardization 
Modern Office Planning 


Western Office: 327 8. LaSalle St., Chicet* 
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e THE COMPANY OF CO-OPERATION” 


DES MOINES| 


LIFE AND 
ANNUITY 


COMPANY 





This is a service our men 
appreciate these days 


| If it appeals to you, write 
| HOME OFFICE 


| TERRITORY 
| IOWA 


We will insure the whole family! 
Any plan, any age, either sex! 


DES MOINES .8.T. Bide.) LTOWA 


SOUTH DAKOTA 




















ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
TUARY 


CHICAGO, ILL. 








A. GLOVER & CO. 





Statisti 

29 South La Salle , = Chicago 
Successors to Marcus Gunn, 
Consulting Actuary 








OHNE. HIGDON ( Actuaries & Examiners 
OHNC.HIGDON } $e Sa'e* alent 








preAnx J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
| Hubbell Bldg. DES MOINES, IOWA 








cS. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance Ex. Bldg. 


Tel. Walnut 3761 DES 1OWA 








pA J. McCOMB 
COUNSELOR AT LAW 
CONSULTING ACTUARY 
ums, Reserves, Surrender Val 
etec., ee ee Valuations row Ena 
mations Made. Policies and all Life In- 


Se Fespesed. The Law of 
Celcord Bldg. OKLAHOMA CITY 











H. NITCHIE 
oe ACTUARY 


19S. . 
Taophece pene sane Bile ci CNS 








JoEan C. HARVEY 
CONSULTING ACTUARY 


Chemical Building ST. LOUIS, MO. 








W. B. YOUNG 


CONSULTING 
AND ‘ACCOUNTANT 
D. R. McLurg, Associate 
430 PETERS TRUST BLDG. 
Omaha, Nebr. 

















INCREASE THE BURDEN 


INHERITANCE TAX CHANGES 

Wisconsin Amendments of Interest to 

Life Insurance Men Reported by 
Insurance Federation 





Changes made in inheritance tax laws 

by the 1923 Wisconsin legislature proved 
of particular interest to life insurance 
men, according to a review just issued 
by the Insurance Federation of that 
state. Among them are the decreasing 
of the widow’s exemption from $25,000 
to $15,000 and the shortening of the 
period in which property upon which in- 
heritance taxes had been paid could be 
transferred to her children upon event 
of her death without further taxation, 
from ten years to six years. Departing 
from the federal practice, the proceeds 
of corporation and partnership policies 
less premiums paid must be construed 
as income and as such, subject to the 
Wisconsin state income tax. This is a 
confirmation of an opinion set forth in 
the famous Allis case and was distinctly 
opposed as being sure to cause con- 
fusion in its conflict with federal pro- 
cedure in such cases. 
Domestic life companies benefit by 
the Werden Bill 138 S. which permits 
them to hold the proceeds of any of 
their policies under a trust or any other 
agreement. This covers income policies, 
now becoming so favorably known, and 
some other new forms of indemnity. 


Watch Life Insurance Legislation 


Life insurance legislation introduced 
in the legislatures of Pennsylvania, New 
Jersey and Delaware will have the care- 
ful and constant scrutiny of the special 
law committee appointed by President 
Frederick G. Woodworth of the Phila- 
delphia Association of Life Underwrit- 
ers. The committee is composed of 
Arthur D. Murphy, Home Life, chair- 
man; William G. Carroll, Mutual Life 
of New York; James H. Glenn, Mutual 
Benefit; William R. Harper, Aetna, and 
A. C. Williamson, Prudential. Benefi- 
cial legislation to life insurance policy- 
holders will, from time to time, be orig- 
inated by the committee and will have 
the support of United States Senator 
George Wharton Pepper, counsel for 
the Penn Mutual, who will cooperate 
and confer with the legal advisors of 
the other life companies having their 
home office in Philadelphia. 


Nebraskan Renews Tax Fight 


N. M. Sommerville, who has appealed 
to the courts from a ruling of the coun- 
ty board at Lincoln, Neb., that the six 
capital stock life companies in Lincoln 
are not required to pay taxes on their 
stock and admitted surplus because of 
other premium taxes paid, has intro- 
duced a new stunt. The advice on which 
the commissioners acted was given by 
County Attorney Matson, and Mr. 
Sommerville has challenged that official 
to a joint public debate on the sound- 
ness of his position. Sommerville says 
this relieves $2,000,000 of property from 
taxation, and shoulders that sum onto 
the other taxpayers. 


Milwaukee Agency’s Outing 


Thirty-five members of the Clifford L. 
McMillan & Associates home agency 
of Northwestern Mutual Life at Mil- 
waukee held a field day at the Che-Ne- 
Qua Country Club in the Land o’ Lakes, 
west of Milwaukee. The agents were 
guests of Vice-President Cleary at 
luncheon, then adjourned to the “Nine- 
teenth Hole” summer home of Mr. Mc- 
Millan on Oconomowoc Lake where 
baseball, quoits, and water sports were 
indulged in. Roswell H. Pickford won 
the agency cup for low gross in the golf 
tournament while Russel Thierbach was 
awarded the prize for low net. Roy 
Kelly won the prize in the quoit pitch- 














A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


FRANK D. JACKSON, Pres. SIDNEY A. FOSTER, Secy. 
DES MOINES, IOWA 








AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, 411-415 Magnolia Building 
CHICAGO, 29 S. La Salle St. 











Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








A. C. BIGGER FRED D. STRUDELL BERT H. ZAHNER 
President Secretary Chicago Manager 
MORTON BIGGER 
Assistant Secretary 




















Go Early, See for Yourself 








HE finest opportunity yet presented for insurance 

men to get an insight into the distinctive methods 

of the Columbus Mutual Life is offered in connec- 
tion with the annual convention of the National Asso- 
ciation of Life Underwriters at Chicago, September 5th, 
6th and 7th. Arrange to go to Chicago two days earlier 
and attend the convention of The Columbus Mutual Life 
agents at the Hotel Sherman, September 3rd and 4th. 
You will be entertained and “see a new light” in life 
insurance. The Columbus Mutual Life is a distinctive 
company and its conventions are distinctive. It will be 
well worth your while to attend the Chicago convention. 
All insurance men are welcome. 


President C. W. Brandon will make a limited num- 
ber of appointments for personal interviews while in 
Chicago. If you desire an appointment, write today to 
Mr. Brandon at the Home Office, Columbus, Ohio, 
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THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


“‘The Company With the Big Surplus”’ 





For Information Address the 
Home Office at Cincinnati 








To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
cnnepening HOT oul aoe competence for 


For a... and Territory, Address 
H. M. HARGROVE - President 


Beaumont, Texas 











24,856 CLAIMS PAID IN 1928 


Most of the 24,856 claimants to whom we por aA 
924.33 for lose of time from ~LA, Ady 


insurance. 
to avail himself of a cordial introduction to 
—— Se Isimant hiseclf with the additional life protection he intends 


me. 
men to help deliver the 27,000 claim drafts we 


waWagen.om mare 1923. If you want to make MORE MONEY a letter with 
satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE, COMPANY 
W. T. GRANT, President SAS CITY, MISSOURI 


1867 EQUITABLE LIFE 193 


INSURANCE COMPANY 


OF IOWA 











A Co of oo bility and Progress, 
- ‘ety and —~ Liberality 
Admitted Assets Insurance in Force 
= =) eS $12,431,725.00 $ 67,326,327.00 
i ae niainaaiilds 44,995, 738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 
Address:—Home Office: Des Moines 








Insurance Issued in eee... iepeeee Paid for Basis paewed $ 39,898,050 
in Insurance in Force... .. ~ Desens *462, 
Insurance in Force 12-31-23. a PP hiss re txt} 
Increase in Assets. <0.0.00.00..cscccssessescescuseeees 2.214.850 

TT nccancascovencuenassoeesiebenecees 431, 


PROTECTION FOR MASTER MASONS 
Low Net Cost Masonic Service 
A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 











“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 

















HOLDING AGENCY RALLY 


FEDERAL LIFE CLUB MEETS 





Company Leaders Are in Session at 
Glacier National Park, With 
Strong Program on Schedule 





The Federal Life of Chicago is hold- 
ing the annual meetings of the Federal 
Life Club and the Inner Circle, the two 


producers’ clubs, at Glacier National 
Fark this week. The business sessions 
started Monday and will continue 
through Friday. A program of ad- 


dresses by leading producers and com- 
pany executives and also sales demon- 
strations of both life and accident and 
health policies is being given. There 
were 41 in the party which made the 
trip to the Glacier National Park. In 
addition to President Isaac Miller Ham- 
ilton and Superintendent of Agents 
George Barmore, the party included E. 
C. Budlong, vice-president of the Bank- 
ers Accident, and H. R. Cunningham, 
vice-president and general manager of 
the Montana Life. 

The latter part of the week will be 
devoted entirely to pleasure and sight- 
seeing, a three-day trip through Glacier 
National Park having been arranged. 
During the business sessions of the con- 
vention, the prizes were awarded to the 
leading producers of the club year. J. 
B. Fellheimer of San Antonio, Tex., was 
the leader in the life department, R. S. 
Pope of Bay City, Mich., being second. 
In the accident and health department, 
H. H. Thomas of Moline, Ill., was the 
leader and R. A. Ridgway of Kansas 
City, Mo., was second. 


Error in Connecticut Report 


A clerical error made by an employe 
of the Connecticut insurance department 
caused the recently issued report of the 
commissioner to show about $46,000,000 
less life business than the actual figures, 
making the amount $29,171,757 less than 
on Dec. 31, 1921, while it should have 
been $17,055,143 more. The incorrect 
total printed in the report for business 
in force Dec. 31, 1922, was $105,044,224, 
instead of $151,271,124. The error was 
in transcribing Connecticut General Life 
business in force as $466,938.38, instead 
of $46,693,838, the misplaced decimal 
point doing the damage. 


President Harding’s Insurance 


The late President Warren G. Hard- 
ing carried life insurance amounting to 
$52,100. The Mutual Benefit had $15,000, 
Mutual Life of New York, $10,000, 
Northwestern Mutual $10,000, Union 
Central, $7,000, New York Life $5,000; 
Pittsburgh Life & Trust, taken over by 
the Metropolitan Life, $5,000. He also 
had a $100 policy in the Order of the 
Hoo Hoo. The Mutual Benefit policy 
was on the 15-payment life plan taken 
out in 1914. He started taking out life 
insurance when he was 19 years of age. 


Prudential News 


Agent Ernest Lindquist of the Los 
Angeles No, 1, Calif., district of the Pru- 
dential, who led the entire field in 
industrial increase in 1922, is evidently 
out to duplicate that performance this 
year. He is now leading Division Q in 
that department, and at the same time 
maintaining an account condition which 
shows quality as well as quantity to be 
his motto. 

Agent Edwards of Los Angeles No. 1, 
Calif., is making excellent progress in 
ordinary this year. He now occupies 
second place in his division and at the 
rate he is going it is predicted that he 
will rank high among the leaders 
throughout the field. 


Organize Greensboro Mutual 


The Greensboro Mutual Life has been 
organized at Greensboro, N. C., by L. C. 
McCabe and J. A. Gallion, both formerly 
with the Business Men’s Insurance Com- 
pany. The Greensboro Mutual Life will 
specialize in commercial and monthly 
premium health and accident insurance, 
but will also write life insurance. 





Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Company 
in good territory—men who can col- 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 


ALBERT E. AWDE, Supt. of Agencies 














Participating Insurance 


At Non-Participating Rates 


ORDINARY LIFE 
(Minimum Policy %,000) 
Rates per Thousand 


Age Premium Age Premium 
re $14.24 isesta $24.44 
Saar 14.57 cece 25.40 
ee 14.92 a 26.40 
ere 15.28 Piktécone 27.48 
SBR 15.66 _ ee 28.62 
a 16.06 — 29.83 
ae 16.49 a 31.12 
=a 16.93 sees 32.50 
a 17.43 eenes 33.97 
ibsesce 17.98 35.53 
18.54  ——— 37.21 

Sinn didine 19.14 ee 38.99 
ee 19.78 «Re 40.88 
ae 20.46 Ee 42.90 
ives aes 21.17 2s 45.07 

inane 21.91 = 4737 

aéanes 22.71 Ser 49.82 

23.56 


MANAGERS WANTED 


James A. Fulton, Agency Manager 
Philip Burnet, President 


Continental Life Insurance (Co, | 


Wilmington, Delaware 








MORE THAN 50%| 


of ie Sata written by some of our larger 
agencies is a direct rant - 4 of the Fidelity lead 
service. Our agents interview interested i 


7 who have written the 
information 


Fidelity is a ioependomt company operat: | 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in | 
force. Faithfully serving insurers since 1878 


FIDELITY MUTUAL LIFE | 

INSURANCE COMPANY, PHILADELPHIA | | 
Walter LeMar Talbot, President | 

A few agency openings fox the right men | 


le 














New Policies| 


New and appealing line o 
policies being written. 
Rates exceptionally attrac 

tive. 
Unusual contracts to agents 
Several splendid agenci¢! 
open in Iowa. 
Write for information. 
Louis H. Koch, President 


NATIONAL 

AMERICAN 
LIFE INSURANCE COMPAN! 
Burlington, Iowa 
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How a Young Business 











Man Was Sold a Policy 


Here is one argument that sold in- 
surance for a Buffalo insurance solicitor. 
His prospect was a young man 32 years 
old who had recently gone into the 
automobile business. This chap had 
considerable money of his own and told 
the insurance solicitor that he had some- 
what of an estate to leave to his wife 
and family, should he die. The solici- 
tor, who was his friend, admitted that 
he realized this was true. 

“How much money did you take out 
of your reserve to start this automobile 
business?” he asked. 

“Fifteen thousand dollars.’ 

“Well, before you took that out you 
were figuring that vou had that plus all 
the rest as the estate you were going 
to leave your family, weren’t you?” 
asked the underwriter. 

“Why, yes, if I éver gave it a thought.” 

“Well, don’t vou see you are really 
borrowing that $15,000 from what 
rightly belongs, in part at least, to your 
wife and family and you should pro- 
tect their interest by taking out that 
much more insurance right away. In 
order for you to replace that money 
you have got to make your business a 
success and earn it back, which may 
take one or two years or more. If any- 
thing should happen to your business, 
vour wife would lose by what you have 
horrowed from her. I am offering you 
a means of making sure that no matter 
what happens, she will not lose.” 

He sold a $15,000 policy. 


Honor Thompson at San Francisco 


Seth B. Thompson, a member of the 
Union Central Life staff in San Fran- 
cisco, and an active promoter in life un- 
derwriters association circles for the 
past ten years, who is leaving San Fran- 
cisco for Portland, Ore., to become gen- 
eral agent there for the Penn Mutual 
Life. was the recipient of two special 
events in his honor during the past 
week. His fellow workers of the Union 
Central Life tendered him a banquet, at 
which R. L. Stephenson, general agent, 
was the toastmaster. The Life Under- 
writers Association also held a_ special 
meeting on Wednesday to bid him fare- 
well. Sol Vogel of the New York Life 
and Victor A. Anderson of the Equit- 
able of New York expressed the senti- 
nents of the association. Mr. Thomp- 
son is vice-president of the organization. 
The members also heard an interesting 
address on “America’s Greatest Needs” 
by Barney Pearson, who explained his 
methods of life insurance salesmanship. 


To Hold Agency Convention 

The Gem City Life of Dayton will 
hold its agency convention on Thurs- 
day, Friday and Saturday of this week. 
August 16-18. Sessions will be held in 
the morning only. The afternoon will 
be spent in seeing Dayton. On Thurs- 
day they will visit the aeroplane fields 
and Friday the National Cash Register 
Plant. Friday evening a chicken dinner 
will be served at “the Old Barn Club.” 
he convention will adjourn Saturday 
noon. I. A. Morrissett, vice-president 
and general manager of the company, is 
in charge of all arrangements. y 


Briggs Opens Independent Agency 


" Opening of an independent insurance 
agency in the First Wisconsin Trust 
Company building in Milwaukee is an- 
nounced by Joseph W. Briggs, former 


Laser for the Massachusetts Mutual 
-ilé at the Milwaukee office. Mr. Briggs 


tang his connection with Massachu- 
I H Mutual on May 1, at which time 
to en of Chicago took over the 
“ agership. In his new agency, Mr. 
of Ses will specialize in the surveying 
policy contracts on a fee basis. 
Report on American Bankers 
The Illinois 
American 
ec, 
capital 





department report on the 
: Bankers of Chicago as of 
31 last shows assets $2,078,954, 
$118,505, impairment $9,466. 





Modern Bootlegging 


HE Retail Credit Company of At- 
"Tianta in commenting on the liquor 
hazard from an inspection stand- 
point makes the following observation: 
“Every day new evidences come to 
hand showing the widespread preva- 
lenc of bootlegging. These bootleg- 
gers are disseminating a great quantity 
of whiskey or other liquors of very 
poor grade. People who drink these 
concoctions are endangering their health 
and certainly injuring their insurability. 
“Inspectors should be careful to de- 
velop the drink habits of an applicant. 
It is important to determine just how 
much liquor is consumed by the man 
you are reporting on. Nowadays a 
person who is a heavy drinker is not 
the only applicant in whom the com- 
panies are interested on account of his 
drink habits. The man who patronizes 
the bootlegger only occasionally and 
takes a drink at random on the streets, 
runs the risk of blindness and of poison 
every time he so indulges. 

“The liquor hazard is alive today 
just as much as it was before prohibtion 
The companies depend on us to develop 
information on the applicant’s habits. 


Acacia Mutual’s Coast Rally 
_ The Acacia Mutual Life held a Pacific 
Coast regional convention at San Fran- 





cisco, President William Montgomery 
and R. F. Hoard, supervisor of agents, 
from the home office at Washington, 


D. C., attending the convention. The 
plan of dividing the country into dis- 
tricts and holding an annual convention 
in each district is a new undertaking 
and the San Francisco convention is the 
second held since the adoption of this 
plan. 

A novel feature of these conventions 
is that every agent in the district is in- 
vited to attend whether he is a record 
producer or not, thus affording an op- 
portunity to the younger men of the 
company to meet the more experienced 
and successful men and receive instruc- 
tion and training which will help them in 
their business. Instead of being a social 
affair it is intended that this convention 
be strictly of a business and an educa- 
tional nature. Several leading producers 
are scheduled for addresses and it is ex- 
pected that the agents who are not pro- 
ducing up to standard as well as the 
experienced men will benefit greatly 
from attending them. 


Farmers National Tour 


The Farmers National Life’s $100,000 
and $200,000 clubs left Chicago Aug. 13 
for a trip to the Yellowstone National 
Park. They will go via Denver, Colo- 
rado Springs and the Mississippi scenic 
route. 

The club members will not get back 
to their territory until Aug. 29. The en- 
tire time will be spent as a vacation. The 
company feels that it will bring back an 
enthusiastic lot of salesmen from this 
trip, the same as in former years. Sep- 
tember doubtless will show a good in- 
crease in production. 


Aetna’s St. Louis Contest 


The Aetna Life’s St. Louis agency 
has staged a contest to qualify the nine 
contestants for the trip to the annual 
convention of the National Association 
of Life Underwriters at Chicago. Under 
the plans arranged by J. Allen Fiske, 
who is in charge of the contest, when 
one of the workers reaches his quota 
all of his excess writings will be credited 
to the next nearest man. In these ways 
all will help one another, the man aided 
attending the convention as the guest 
of his helper. 


Goes With National American 


L. C. Dutton, at one time superin- 
tendent of agencies of the old Provident 
Life of Des Moines, has become super- 
intendent of agents for the National 
American Life of Burlington, Ia. 








MEN WHO THINK 


they are built for speed and 
endurance and can qualify for 
general or state agency work, 
will find it to their advantage 
to communicate with 


THE 


LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building 
TOPEKA, KANSAS 
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“Always Dependable” 
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More < Z More 
than 7 Z than 
seven < Z fifty- 
millions ra) - seven 
admitted Z ~ millions 
assets Z __ in force 
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OHIO—WEST VIRGINIA 


THE MIDLAND MUTUAL 
LIFE INSURANCE COMPANY 


“Always Dependable”’ 


‘ Columbus, Ohio 
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Advantages for Policyholders 


The current policy contract of the MUTUAL 
BENEFIT contains advantages for policy- 
holders not combined in the policy contracts 
of other companies. Ever since its organ- 
ization in 1845 the Mutual Benefit has aimed 
to issue the most liberal policy contract con- 
‘sistent with absolute security at the lowest 
cost to all members and equitable treatment 
of policyholders. 





The 
Mutual Benefit Life Insurance Co. 


OF NEWARK, N. J. 














@ We believe in the Golden Rule. That's 
why the Square-Deal contract has no 
strings to it. There are no forfeitures 
or penalties. Our successful agents stay 
with us because they want to stay; not 


because they fear to lose their renewals. 


A post card will 
bring you detailed 
information. 


Home Office, Madison, Wis. 














PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 











Bankers Life Company 


DES MOINES, IOWA 
GEO. KUHNS, President 


Established 1879 




















"Siena 3 in Soliciting 


Whatever you may know, strive to 
be direct in your demonstration before 
a prospect rather than like a swallow, 
who can and oiten does fly a thousand 
miles a day in a ten acre lot. You 
will never sell insurance by telling your 
prospect about the history and sta- 
tistics of the business. It is the appli- 
cation of these to the needs of the man 
before you that gets results. Remem- 
ber, you are trying to induce him to 
buy a contract, not an insurance com- 
pany, that he is interested in his family 
and his own affairs, not in your dis- 
play of actuarial knowledge and fund 
of statisties. In this connection there 
are only two things for you to know: 
first, the needs of your prospect; sec- 
ond the best manner to supply those 
needs.—Agents Record. 


SCOTT MADE COMMISSIONER 


Texas Insurance Department Reorgan- 
ized in Accordance With New 
Separation Plan 


AUSTIN, TEX., Aug. 14.—In accord- 
ance with the provisions of the law en- 
acted by the 38th legislature separating 
the Texas department of insurance and 
banking into two distinct departments, 
which became effective today, Gov- 
ernor Neff Saturdav appointed J. L. 
Chapman as commissioner of banking 
and John M. Scott commisioner of in- 
surance. Actual separation of the de- 
partment of insurance and banking into 
a department of banking and department 
of insurance will not take place until 
Sept. 1. 

Mr. Chapman has served as commis- 
sioner of insurance and banking since 
last fall, and Judge Scott has been 
deputy commissioner of insurance since 
December, 1921. W. L. Peterson will 
continue to serve as deputy commis- 
sioner of banking. 

A deputy commissioner of insurance 
is not provided for in the separation bill. 
It provides for the appointment of an 
actuary, which position is now being 
filled by H. H. Hammer of Timpson. 
Mr. Hammer has been acting actuary 
since the resignation of C. P. Rockwell. 

The new department of banking will 
have supervision over all business of 
the state banking system. In addition to 
insurance work, the new commissioner 
of insurance will have supervision of 
building and loan associations, which 
now number 117. There are 563 insur- 
ance organizations doing business in 
Texas. 


Report on Superior 

department, in a report 
Life & Accident of In- 
assets $5,872 and lia- 
health and 


The Indiana 
on the Superior 
dianapolis, shows 
bilities $3,327. It writes life, 
accident insurance. 





1923 


Angee 16, 


Agents to Attend Convention 

The Continental Assurance of Chicago 
will have its leading agents at the home 
office at the time of the National As- 
sociation of Life Underwriters Conven- 
tion. There will be no business ses 
sions. The Continental Assurance will 
give its men the benefit of all the educa. 
tional work of the National association 
and the entertainment features. It may 
have a dinner of its own but that will be 
all. Vice-President Glenn F. Claypool 
of the Continental will be in charge of 
the arrangements. 


Public Savings Agency Meeting 


The annual agency meeting of the 
Public Savings will be held in Indianapo- 
lis, Thursday, Friday and Saturday of 
this week. It is expected that consider 
ably over a hundred of the company’s 
leading producers will be present. 4 
banquet will be held Thursday evening, 
Friday will be given over to entertain 
ment of the picnic variety at Broad Rip. 
ple Park and Saturday there will be hel 
business sessions. 


Chicago Business Increases 


The Chicago department of the Equiv 
table Life of New York reports contix 
ued gains in new business, the first 
seven months of this year being $4,000,- 
000 greater than the same period last 
year. The first six months showed ag 
much business as the entire year 191% 
The first seven months are nearly $5. 
000,000 ahead of the same period of 192%, 
which was looked upon as the banner 
year by all companies. 


Life Notes 


William F. McCook of Pittsburgh, a 
director of the Equitable Life for th 
past 18 years, died recently. 

W. Estes of the Aetna Life's S& 
Louis life agency has gone to California 
for his vacation. He expects to retum 
to St. Louis about Oct. 1. In the mean 
time his partner, J. Allen Fiske, will se 
that the Aetna boys hit on all cylinders 
as usual, 

Marion agent for the 
Columbia, 8. G 


Rich, general 
Misscuri State Life at 
received a welcome surprise upon his 
return to his office from the San Fram 
cisco convention | of the Quarter Million 
Club. The boys “welcome home” was ii 
the form of pa term ms for $210,000. 

Angus O. Swink, Virginia manager fo 
the Atiantic Life, is spending his vaca 
tion with his family at Atlantic Cit). 

Walter W. Winne represents the lift 
insurance interests of Denver in the Beb 
ter Business Bureau just launched & 
that city. 

President J. R. Paisley of the Standard 
Life of St. Louis has gone to Colorad® 
Springs on his annual vacation trip. He 
expects to be in the Rockies for about® 
month, 

“Kernel” A. 8S. 
nois general agent 
Mutual Life, of Chase, 
hunt at Decatur, IIL, 
a visit to the home 
a vacation on Cape 


Freeman, central Ik 
for the Connecticat 
Freeman & Dille 
has returned from 
office at Boston an@ 
Cod 
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Ondinary Lie Insurance 


Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims durin 


C.A. CRAIG, Presipent 


the last 20 Years 


W.S. BEARDEN. Secx-TREAS. 





“THE NATIONAL LIFE & ACCIDENT INSURANCE G¥ 





HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 
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